




















‘he NEW HEATING SEASON Is Upon Us! 


Are your salesmen ready for it? 


Not unless they have copies of 


Comfoxt Heating 


The new engineering handbook for house 





heating and direct heating salesmen. 


Over 2000 Copies Already in Use 


Prices: Single copies $2.00 each f.o.b. New York 


10 copies 1.90 each 
20 copies 1.75 each 
gocopies _1.50 each 
50 copies 1.25 each 
100 copies 1.00 each 











Order your copies now from 


AMERICAN GAS ASSOCIATION * 420 Lexington Avenue * New York, N. be 
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“(as Marches On” Is Theme 


of Annual Convention 


HE twentieth annual convention of the American Gas 

Association which takes place October 10-13 in Atlantic 
City, N. J., will offer gas men an unexcelled opportunity to 
keep abreast of fast-changing conditions in the industry to- 
day. Since the Cleveland convention a year ago, many un- 
precedented changes have taken place which will be re- 
flected in the program at Atlantic City. Development of 
the CP gas range, the national architects and builders pro- 
gram, national advertising and greater attention to compet- 
itive problems are a few of the developments which will 
be evaluated and discussed. The entire program revolves 
around the theme, ‘Gas Marches On.” 


Three general sessions will be held in the ballroom of 
the famous Atlantic City Auditorium. These sessions are 
customarily devoted to general subjects of national sig- 
nificance and this year is no exception to this rule. How- 
ever, under the direction of George F. Mitchell, president 
of The Peoples Gas Light and Coke Co., Chicago, who is 
chairman of the Program Committee, this year’s speakers 
have been selected mostly from outside the gas industry. A 
well-balanced program of talented speakers is the result of 
this departure. 

Sectional and departmental meetings will cover in detail 
specialized problems within the scope of their activities. 
Many valuable committee reports will supplement papers by 
individual experts who have been selected for their excep- 
tional ability. Headquarters for these meetings will be as 
follows: Natural Gas Department and Technical Section at 
the Hotel Ambassador; Accounting Section at the Ritz- 
Carlton Hotel; Commercial and Industrial Gas Sections at 
the Hotel Traymore. 

N. C. McGowen, president of the United Gas Pipe Line 
Co., Houston, Texas, and this yeat’s president of the Ameri- 
can Gas Association, will preside throughout the convention. 
Widely known and respected for his grasp of the industry’s 
problems, his presidential address is expected to be a high 
spot on the program. As president of the Association, 


Mr. McGowen has given unsparingly of his time and ability 
and the result has been a year of marked achievement. 

A major concern of the gas industry has always been that 
of finding ways and means of giving complete satisfaction 
to the woman consumer. This problem, so vital to mainte- 
nance of the domestic load, has been given an important 
place on the general sessions program. Under the title, ““Mrs. 
Consumer Looks at Her Gas Utility,” Mrs. Blanche Hen- 
drickson, chairman of the American Home Department of 
the New York State Federation of Women’s Clubs, will 
present her views of this subject. Mrs. Hendrickson who 
is also chairman of the Advisory Committee on Consumer 
Interests for the New York World’s Fair, is one of the best 
known women authorities on consumer education. She has 
contributed to many consumer magazines and has been con- 
sulted by many business concerns with regard to consumer 
problems. 

Another speaker whose remarks will be followed with 
great interest will be Dr. E. R. Weidlein, director of Mel- 
lon Institute of Industrial Research, Pittsburgh, Pa. Dr. 
Weidlein has been prominently and actively identified with 
the institute for 25 years and is eminently qualified to talk 
on “The Aid of Research to Industry.’ A scientist and in- 
ventor, Dr. Weidlein is the author of many articles on in- 
dustrial research achievements. He is also joint author of 
two popular treatises entitled ‘Science in Action” and 
“Glances at Industrial Research.” 


Alexander M. Mahood, president of the National Asso- 
ciation of Railroad and Utilities Commissioners and a mem- 
ber of the West Virginia Public Service Commission, will 
address the conventon on the developments in the broad 
field of utility regulation. Mr. Mahood’s paper on this sub- 
ject before the New Orleans meeting of the Natural Gas 
Department in May aroused such interest that he was in- 
vited to bring the convention up to date on this most im- 
portant subject. 

A strong sales slant will be given the general sessions 
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Charles G. Groff 
President, 
Electrolux, Inc. 


Officers of the American Gas Association and speakers who will take an active part in the annual convention 


program in the form of an address on 
sales fundamentals by Charles G. 
Groff, president of Electrolux, Inc., 
New York, manufacturers of vacuum 
cleaners. This concern has an enviable 
national reputation in the sales field 
and Mr. Groff will give the members 
of the gas industry the benefit of his 
company’s vast experience. His ad- 
dress is certain to find a receptive 
audience in view of the gas industry's 
present close attention to sales prob- 
lems. 
Gas at Expositions 

With two great expositions opening 
on opposite sides of the country in 
1939 offering tremendous opportuni- 
ties for telling the story of modern 
gas service to millions of visitors, it 
was thought advisable to outline the 
gas industry's participation to the con- 
vention delegates. This will be done 
by two of the industry’s most promi- 
nent members. The New York World’s 
Fair will be discussed by Floyd L. 
Carlisle, chairman of board, Consoli- 
dated Edison Co. of New York, Inc., 
and the Golden Gate International Ex- 
position plans will be presented by 
R. E. Fisher, vice-president, Pacific 
Gas and Electric Co., San Francisco. 
Both fairs will have cooperative gas 
exhibits of large proportions in addi- 
tion to which there will be individual 
company exhibits and hundreds of un- 
usual applications of gas. A spectacu- 
lar story of gas in the world of to- 
morrow will be told. 

The manufacturers’ point of view 
will be ably presented by Merrill N. 
Davis, president of the Association of 
Gas Appliance and Equipment Manu- 
facturers and executive vice-president 
of S. R. Dresser Manufacturing Com- 
pany, Bradford, Pa. As head of the 
manufacturers’ national association, 


Mr. Davis is expected to discuss the 
great progress made in the improve- 
ment of gas appliances during the past 
year and to offer a program of coop- 
eration with the gas utilities. 

In addition to the speakers men- 
tioned above, the general sessions pro- 
gram will include addresses on con- 
servation and national advertising by 
outstanding authorities. 


Medal Awards 


A notable feature of the general 
sessions program will be the presenta- 
tion of Association awards in recogni- 
tion of exceptional achievement. These 
include the American Gas Association 
Meritorious Service Medal, the Charles 
A. Munroe Award, and the Beal 
Medal. 


Entertainment Features 

While Atlantic City is known as the 
Playground of the World and offers 
many attractions to visitors, a special 
program of fine entertainment features 
has been arranged by the Entertain- 
ment Committee under the chairman- 
ship of H. A. Ehrmann, of the Con- 
solidated Edison Co. of New York, 
Inc. Highlight of this program will 
be the appearance of Miss Jessica 
Dragonette, long hailed as the “queen 
of radio” and America’s ‘sweetheart 
of the air.”” Miss Dragonette appeared 
before the 1930 and 1934 conventions 
in Atlantic City and completely cap- 
tivated her audience with her lyric 
soprano voice. Her amazing record of 
success includes being voted the most 
popular woman singer on the air. She 





smipen 











3 Ritz-Carlron 13 Knickerbocker 
4 Convention Halil 14 Senator 
| $ Shelburne 15 Chalfonte-Haddon Hall 
| 6 Dennis 16 Lafayette 
7 Marlborough-Blenheim 17 Colton Manor 
8 Claridge 18 Seaside 
41} 9 Crighton 19 Morton 


| 10 Traymorc 20 Union Station 




















a 4 








| ATLANTIC QTY 


ABSECON ISLAND 
NEW JERSEY 























SEPTEMBER 1938 


AMERICAN GAS 


ASSOCIATION MONTHLY 


3 a: 


Miss Jessica Dragonette (in oval), noted radio soprano, and Joseph Dunninger (upper right), famous master mind of mental mystery, who 
will be entertainment headliners at the convention. Other pictures show typical Atlantic City scenes 


has memorized more than 500 songs 
and 75 operettas—and never uses notes 
when she sings. 

Another entertainment feature will 
be a performance by Joseph Dun- 
ninger, world famous master mind of 
mental mystery, sponsored by the Na- 
tional Broadcasting Company. Dun- 
ninger gives a mind reading demon- 
stration which has delighted and mysti- 
fied many famous audiences. Edwin C. 
Hill, radio commentator, says of him: 
“Dunninger is the tall, suave, brilliant- 
eyed, gentle-spoken mind reader who 
startled the Duke of Windsor, Thomas 
A. Edison, Arthur Brisbane and Calvin 
Coolidge by reading their minds like 
an open book.” Mrs. Franklin D. 
Roosevelt, after his appearance at the 
White House, said that he was so 
remarkable in his mind reading that 
many people would not feel at ease-in 
his presence. 


There will be a President’s Dance . 


the evening of October 11 in the 
American Dining Room of the Hotel 
Traymore and a Ladies’ Bridge and 
Tea on October 12 in the Sun Room 


of the Hotel Traymore. Dancing will 
follow other entertainment on October 
12 in the ballroom of the Atlantic City 
Auditorium. Music will be furnished 
by William Madden and his orchestra 
—a well-known Atlantic City orches- 
tra. Arrangements have been made 
so that convention delegates may enjoy 
golfing privileges at the Atlantic City 
clubs. 
Natural Gas Program 

The convention officially opens with 
the Natural Gas Department program 
Monday morning, October 10. This 
program offers much of interest to 
everyone in the gas business. While 
it is designed primarily along tech- 
nological lines, it will encompass in- 
teresting addresses designed to encour- 
age continued cooperation with the 
petroleum industry, which basically 
has many problems that parallel the 
complexities of the natural gas busi- 
ness. Reports of the Main Technical 
and Research Committee will be a val- 
uable part of this program. 

One of the high points of the nat- 
ural gas sessions will be a paper on 


“Geophysical Methods of Exploration,” 
presented by Dr. J. Brian Eby, con- 
sulting geophysicist of Houston, Texas. 
Dr. Eby’s paper, which will be illus- 
trated with slides, will develop the 
more pertinent facts concerning the 
use of geophysics in exploration for 
the earth’s minerals. It will be of par- 
ticular interest because it will be pre- 
sented from the viewpoint of a geolo- 
gist interested in geophysics rather 
than from a highly technical or math- 
ematical angle. 

The Accounting Section will spon- 
sor two full afternoon sessions and 
four luncheon conferences devoted ex- 
clusively to accounting and related 
problems. Comprehensive committee 
reports and carefully selected individ- 
ual papers will make up the program. 
The luncheon conferences which have 
proved exceedingly popular will cover 
the subjects of Customer Accounting, 
Customer Relations, Credit and Col- 
lection, and General Accounting. 

Special emphasis in the Commercial 
Section sessions will be laid on the pro- 
motion of the Certified Performance gas 








AMERICAN GAS ASSOCIATION MONTHLY 


BLANCHE HENDRICK- 
SON 


Pa A gradu- 
é ate of Cornell 
University, 
Mrs. Hen- 
drickson is 
acknowl- 
edged as one 
of the best 
known 
women au- 
thorities on 
consumer ed- 

‘ ucation. For 
several years she has contributed 
articles to magazines. Since the 
publication of The American Con- 
sumer her articles have appeared 
regularly in that publication. 

Many business concerns consult 
Mrs. Hendrickson in a non-profes- 
sional capacity. She offers her serv- 
ices gratis to those who manifest a 
strong interest in consumer prob- 
lems. 

Mrs. Hendrickson is chairman 
of the Advisory Committee on 
Consumer Interests for the New 
York World’s Fair. She is also 
chairman of the American Home 
Department of the New York 
City Federation of Women’s Clubs. 
Her other club affiliations are Busi- 
ness and Professional Women’s 
Club of New York, University 
Women of New York, Advertising 
Women of New York and Home 
Economics Women in Business. 














ranges. This development overshadows 
all others and will be the subject of 
much penetrating thought. There will 
also be papers presented giving new 
sales angles on other domestic gas 
appliances. A special executive lunch- 
eon will be held on Tuesday, October 
11, at which vital sales policies will 
be formulated. The popular Home 
Service breakfast meeting will be re- 
peated again this year on Wednesday, 
October 12, at the Hotel Traymore. 


Industrial Gas Topics 

The general theme of the three In- 
dustrial Gas Section meetings will be 
the use of gas in small and medium 
size industrial and commercial appli- 
cations. Five sales symposia will be 
held on the following subjects: How 
Far Have We Gone in Modernizing 
Commercial Kitchens?; Sales Features 
of Today's Gas Commercial Cooking 
Equipment; Expanding Markets for 
Commercial Gas Sales; Opportunities 
in Small Industrial Uses for Gas; Suc- 


cessful Methods for Promoting the 
Sale of Standardized Industrial Gas 
Equipment. Each symposium will have 
a separate leader, an expert in the 
particular field, and different phases 
of the subjects will be presented in each 
case by three or four men, after which 
discussion will be held from the floor. 

The final session will close with a 
“Question Box.”’ Questions that have 
accumulated during the sessions will 
be answered by a group of four men 
under the leadership of F. T. Brooks, 
Philadelphia Electric Company. Pre- 
ceding the first meeting on Tuesday, 
a get-together luncheon will be held 
for all people interested in the promo- 
tion and sale of industrial gas. George 
S. Hawley, president of The Bridge- 
port Gas Light Company, will be the 
principal luncheon speaker. 

With three afternoon sessions set 
aside for the Technical Section, dis- 
tribution, production and chemical 
problems will receive a complete air- 
ing. The comprehensive program in- 
cludes papers by experienced operat- 
ing men and theoretical students of the 
gas industry, as well as important 
annual committee reports. Of special 
interest will be an address by Professor 
Erwin H. Schell, of Massachusetts In- 
stitute of Technology, on “Research 
and Recovery—Which Comes First ?” 

Tentative sectional and depart- 
mental programs are as follows: 


NATURAL GAS DEPARTMENT 


MonbDAY MorNING, OCTOBER 10 
10:00 o'clock 


MAIN TECHNICAL AND RESEARCH 
COMMITTEE 
Presiding, HowELL C. Cooper, Chairman 
Opening Remarks 
by Chairman. 
Committee and 
Subcommittee 
Reports. 
Geophysical Meth- 
ods of Explora- 
tion, Dr. J. BRIAN 
Esy, Consulting 
Geophysicist, 
Houston, Texas. 
Small Intermediate 
Compressor Sta- 
tions as a Means 
To Increase Main 
Line Capacity, H. C. WaALtace, Chief 
Engineer, Commonwealth Gas System, 
New York, N. Y. 


Main Technical and Research Committee 
Roundtable Luncheon. 


R. W. Hendee 
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MonDAY AFTERNOON 
2:00 o'clock 


Opening Remarks by Chairman, ROBERT 
W. HENDEE, General Manager, Colorado 
Interstate Gas Co., Colorado Springs, 
Colo. 


Why Not Eliminate the Waste? ELMER F. 
SCHMIDT, vice-president, Lone Star Gas 
Company, Dallas, Texas. 


Regulation of Interstate Natural Gas Pipe 
Lines, Hon. CiypE H. Seavey, Acting 
Chairman, Federal Power Commission, 


Washington, D. C. 


Address: (Subject To Be Selected), GEN- 
ERAL BairD H. MARKHAM, Director, 
American Petroleum Industries Commit- 
tee, New York, N. Y. 


Report of Nominating Committee. 
Election of Officers. 


Adjournment. 


| DR. EDWARD RAY WEIDLEIN 


Dr. Weid- 
lein has 
been director 
of Mellon In- 
stitute since 
October 8, 
1921. He is 
also vice- 
president of 
the Board of 
Trustees of 
the Institute 
as well as a 

trustee of the University of Pitts- 
burgh, with which the Institute is 
allied cooperatively. 

The seventy-five Industrial Fel- 
lowships or scientific investigations 
of important “long-time” problems 
of manufacturing conducted at 
Mellon Institute cover much of 
chemical and physical technology, 
and Dr. Weidiein maintains active 
contact with these researches. He 
has, in fact, had this intimate rela- 
tionship with the Industrial Fel- 
lowship System since its formation 
in 1907, when he was an under- 
graduate at the University of 
Kansas. 

Mellon Institute, which is an in- 
dependent, non-commercial organ- 
ization, also conducts broad investi- 
gations in the pure physical 
. sciences, especially chemistry, and 
suStains other researches elsewhere, 
particularly medical studies in hos- 
pitals, also for the benefit of the 
professions concerned and the pub- 
lic. 

Dr. Weidlein is the author of a 
large number of scientific papers 
and articles on industrial research 
achievements, opportunities, and 
procedure. 
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ACCOUNTING SECTION 


TUESDAY, OCTOBER 11 
2:00 o'clock 


Address of Chair- 
mana, DD. . 
MITCHELL, North- 
ern Indiana Pub- 
lic Service Co., 
Hammond, Ind. 

Nominating Com- 
mittee, H. E. 
CuFF, Chairman, 
Public Service 
Electric & Gas 
Co., Newark, 
N. J. 

Luncheon Confer- 
ence Committee, 

T. S. Lever, Chairman, The Philadel- 

phia Gas Works Co., Philadelphia, Pa. 


Customer Relations Committee, Panel Dis- 
cussion—Team Work and Customer Re- 


D. H. Mitchell 


HON. ALEX. M. MAHOOD 


Commis- 
sioner Ma- 
hood was 
born at 
Princeton, 
West Vir- 
ginia, on 
September 3, 
1900. He 
was educated 
in the Prince- 
ton public 
schools, Fish- 
burne Military School, and the Uni- 
versity of Virginia, graduating 
from the latter institution in 1922 
with the degree of LL.B. He en- 
gaged in the practice of law in 
Princeton from 1922 to 1930, dur- 
ing which time he served as as- 
sistant prosecuting attorney of 
Mercer County and as city attorney 
for the City of Princeton. He was 
appointed a member of the Public 
Service Commission of West Vir- 
ginia by Hon. William G. Conley 
on December 31, 1929, and on the 
expiration of that term on June 1, 
1935, was reappointed by former 
Governor Kump of West Virginia. 
Commissioner Mahood is presi- 
dent of the National Association of 
Railroad and Utilities Commission- 
ers, whose membership comprises 
the public service commissions of 
47 states, four federal commissions, 
and the commissions of the District 
of Columbia, Hawaii, and Puerto 
Rico. Prior to becoming president 
he served as second vice-president 
and first vice-president and chair- 
man of the Executive Committee. 
He was elevated to the presidency 
on April 1, 1937, and was elected 
for a full term on September 1, 
1937. 














AMERICAN GAS ASSOCIATION MONTHLY 


lations—What Are We Doing About It? 
BLACKWELL NEWHALL, Chairman, The 
Philadelphia Gas Works Co., Philadel- 
phia, Pa. 


Uniform Classification of Accounts Com- 
mittee, Depreciation Committee, H. C. 
HasBROUCK, Chairman, Associated Gas 
& Electric Co., New York, N. Y. 


General Accounting Committee, H. C. 
Moore, Jr., Chairman, New England 
Gas & Electric Association, Cambridge, 
Mass. 

(a) The Straight Line Depreciation Ac- 
counting of Telephone Companies, 
A. B. CRUNDEN, American Telephone 
& Telegraph Co., New York, N. Y. 

(b) New and More Rigid Distinction 
Between Capital and Maintenance Ex- 
penditures and Its Effect on Deprecia- 
tion Allowances for Income Tax Pur- 
poses, CARL LUEBKE, The Peoples Gas 
Light & Coke Co., Chicago, Ill. 


THURSDAY, OCTOBER 13 
2:00 o'clock 


Accounting Machines Committee, Applica- 
tion of Machines to Payroll Accounting, 
G. W. Fucus, Chairman, Philadelphia 
Electric Co., Philadelphia, Pa. 


Office Management Committee, W. C. 
TERRY, Chairman, Nashville Gas & Heat- 
ing Co., Nashville, Tenn. 

The Necessity for Supervisory Training, 
A. E. HALp, Chairman, Consolidated 
Edison Co. of New York, Inc., New 
York, N. Y. 


Property Records & Continuous Inventory, 
O. H. RirENouR, Washington Gas Light 
Co., Washington, D. C. 


Customer Accounting Committee, JOHN A. 
WILtiaMs, Chairman, Niagara Hudson 
Power Corp., Syracuse, N. Y. 

(a) Pet Procedures, W. R. SEIDEL, Chair- 
man, Rochester Gas & Electric Corp., 
Rochester, N. Y. 


(b) Collection Routines, M. D. CouGu- 
LIN, Chairman, The Hartford Gas Co., 
Hartford, Conn. 


ACCOUNTING SECTION LUNCHEON 
CONFERENCES 


WEDNESDAY, OCTOBER 12 
Hotel Ritz-Carlton, Atlantic City, N. J. 
12:30 o'clock 


Customer Accounting, R. B. MiLneg, Leader, 
Columbia Engineering Corp., New York, 
Mm, Y. 


Customer Relations, Irvinc K. PECK, 
Leader, Binghamton Gas Works, Bing- 
hamton, N. Y. 


Credit & Collection, E. N. KELLER, Leader, 
Philadelphia Electric Co., Philadelphia, 
Pa. 


General Accounting, H. L. DALBECK, 
Leader, Cambridge Gas Light Co., Cam- 
bridge, Mass. 








FLOYD L. CARLISLE 


Floyd L. 
Carlisle, 
chairman of 
the board, 
Consolidated 
Edison Com- 
pany of New 
York, en- 
tered the 
public utility 
field in 1920, 
heading a 
syndicate 
which bought the Northern New 
York Utilities, Inc., the largest 
public utility operating company 
in the northern New York region, 
and becoming chairman of the 
board. In 1926, under Mr. Car- 
lisle’s direction, the Northeastern 
Power Corporation was organized. 
This company took over control of 
the Northern New York power 
properties and in addition acquired 
a substantial interest in the New 
England Power Association and 
Mohawk Hudson Power Corpora- 
tion. In 1928 the Northeastern 
holdings in New England Power 
Association were sold and Mr. 
Carlisle relinquished his position 
as chairman. 

He played a prominent part in 
the formation of Niagara Hudson 
Power Corporation in 1929, be- 
coming chairman of the board, 
which position he still holds. 

His first connection with the 
Consolidated Gas group came with 
his election as a director of the 
New York Edison Company in 
May, 1930. In February, 1931, he 
was made chairman of the board of 
directors of New York Edison. In 
May, 1930, he was elected a trustee 
and in February, 1932, chairman of 
the board of Consolidated Gas 
Company of New York (now Con- 
solidated Edison Company of New 
York). 

He has served at various times 
as a director of The United Cor- 
poration, Columbia Gas and Elec- 
tric Corporation and The United 
Gas Improvement Company and 
still serves as an officer or director 
of many of the operating com- 
panies of the Niagara Hudson and 
Consolidated Edison affiliated com- 
panies. 


COMMERCIAL SECTION 


TUESDAY, OCTOBER 11 
2:00 o'clock 


Address of Chairman, HuGH CUTHRELL, 
The Brooklyn Union Gas Co., Brooklyn, 


MX; 


Report of Nominating Committee, F. M. 
BANKS, Chairman, Southern California 
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Gas Co., Los An- 
geles, Calif. 

Election of Officers. 

The Certified Per- 
formance Range 
Program 

The Certified Range 
Activity to Date, 
F. M. Houston, 
Chairman, Do- 
mestic Range 
Committee, 
Rochester Gas & 
Electric Corp., 
Rochester, N. Y. 

The Future of the Certified Range, R. S. 
AGEE, Sales Promotion Mgr., Associa- 
tion of Gas Appliance and Equipment 
Manufacturers, New York, N. Y. 

What 130,000,000 People Want To Know, 
E. C. Sorsy, Geo. D. Roper Corp., Rock- 
ford, Ill. 

Discussion. 

We're Not Ugly—lIt’s Just the Way We 
Dress, R. C. RATLIFF, Kansas City Gas 
Co., Kansas City, Mo. 


Hugh Cuthrell 


WEDNESDAY, OCTOBER 12 
2:00 o'clock 
Making a Water Heater Sale—A Séit. Pre- 
sented by G. F. B. Owens. Enacted by 
Personnel of The Brooklyn Union Gas 
Co., Brooklyn, N. Y. 


DR. J. BRIAN EBY 


Dr. Eby 
was gradu- 
ated from 
Johns Hop- 
kins Univer- 
sity in 1918, 
with the de- 
gree of A.B., 
and in 1922 
received the 
degree of 
Ph.D. in ge- 
ology in the 
same institution. From 1919 to 
1925 he was geologist with the 
U. S. Geological Survey, going 
from there to the staff of Shell 
Petroleum Corporation as geologist 
in charge of their geophysical de- 
partment. Since 1931 he has been 
a consulting geologist, maintain- 
ing his offices and headquarters in 
Houston, Texas. 

Being ever aggressive in the ad- 
vancement of the sciences, he has 
been an active member of the | 
American Institute of Mining and | 
Metallurgical Engineers, Associa- 
tion of Petroleum Geologists, 
American Association Advancement 
of Science, Society of Exploration 
Geophysicists, Royal Society for 
the Encouragement of Arts, Lon- 
don, England; American Geophys- 
ical Union, and Texas Academy of 








Science. 








Home Service and Sales, MILDRED CLARK, 
Chairman, Home Service Committee, 
Oklahoma Natural Gas Co., Tulsa, Okla. 


The Susceptibility Quotient—End Product 
of Sales Promotion, H. D. VALENTINE, 
The Peoples Gas Light and Coke Com- 
pany, Chicago, III. 


Selling and Merchandising of Gas and Gas 
Appliances, Cuas. G. YOUNG, Spring- 
field Gas Light Company, Springfield, 
Mass. 


THURSDAY, OCTOBER 13 
SPECIAL EXECUTIVE LUNCHEON 
1:00 o'clock 


Presiding: HuGH CUTHRELL, Chairman, 
Commercial Section, Brooklyn Union Gas 
Co., Brooklyn, N. Y. 


HOME SERVICE 


BREAKFAST 
WEDNESDAY MORNING, OCTOBER 12 
8:30 o'clock 


American Dining Room—Hotel Traymore 
(Tickets should be purchased by 5:00 P.M., 


Tuesday, October 11, at A.G. A. Registra- 
tion Desk. Tickets $1.25) 


Presiding: MILDRED 
CLARK, Chairman, 
Home Service 
Committee, Okla- 
homa Natural 
Gas Co., Tulsa, 
Okla. 


Greetings, N. C. 
McGoweEN, Pres- 
ident, ALEXAN- 
DER FORWARD, 
Managing Direc- 
tor; H. H. CuTu- 
RELL, Chairman, 
Commercial Sec- 
tion, American Gas Association. 


Pacific Coast Activities Include Trade- 
dealer Cooperation, GLADYS PRICE, 
Southern California Gas Co., Los An- 
geles, Calif. 


Mildred Clark 


Facts and Figures on Home Service Opera- 
tion, HELEN SMITH, Rochester Gas & 
Electric Corporation, Rochester, N. Y. 


Kitchen Parties—A Plan To Increase Load, 
EpNA Monur, Pennsylvania Power & 
Light Corp., Allentown, Pa. 


Home Service “at Home’ on the Sales 
Floor, PAULINE WATSON, The Gas 
Service Co., Topeka, Kansas. 


Home Service in the CP Range Program, 
RuTH SouLE, The Brooklyn Union Gas 
Co., Brooklyn, N. Y. 
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R. E,. FISHER 


Mr. Fisher 

was born in 

Marysville, 

Kansas. He 

went to Cali- 

fornia in 

1902, receiv- 

ing an engi- 

neering edu- 

cation. He 

entered the 

employ of 

the General 

Electric Company as a salesman 
and was later in the plumbing and 
electrical business in San Francisco. 

In 1911 Mr. Fisher became asso- 
ciated with the Pacific Gas and 
Electric Company. His present 
position is vice-president in charge 
of public relations and sales. 

In addition to his utility affilia- 
tion, Mr. Fisher is active in many 
other directions. He has been a di- 
rector of the California State 
Chamber of Commerce since its in- 
ception. He is a director of the 
Morris Plan Bank, of the San Fran- 
cisco Commercial Club, and of The 
Industrial West, Inc. He is a mem- 
ber of the Bohemian, Commercial, 
Engineers and Commonwealth Clubs 
of San Francisco, the Sutter Club 
of Sacramento and the Orindo and 
Castlewood Country Clubs of Oak- 
land. He is chairman of the Naval 
Affairs Committee of the San Fran- 
cisco Bay Industrial Committee, 
and has been a pioneer in the de- 
velopment of aviation facilities in 











the Bay District. 


INDUSTRIAL GAS SECTION 
TUESDAY, OCTOBER 11 
12:15 o'clock 
THE INDUSTRIAL GAS CLUB LUNCHEON 


Speaker—GeorGceE S. HaAwLey, President, 
The Bridgeport Gas Light Co., Bridge- 
port, Conn. 


(All delegates to the convention, and all 
persons interested in the promotion of 
non-residential gas and appliance sales, are 
invited to attend the Club Luncheon. Tick- 
ets are on sale at the Registration Desk. 


(Price $1.50) 


* TuESDAY AFTERNOON, OCTOBER 11 
2:00 o'clock 


Address of Chairman, Important Steps in 
the Progress of Industrial and Commer- 
cial Gas during the Past Year, HALE A. 
CLarK, Detroit City Gas Co., Detroit, 
Mich. 

Report of Committee on Nominations, 


RALPH L. MANIER, Chairman, Central 
New York Power Corp., Syracuse, N. Y. 
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Securing and Hold- 
ing Pressing Ma- 
chine Business. 

Relative Importance 
of Dehumidifica- 
tion and Cooling 
in Air Condition- 
ing, CHARLES L. 
LEOPOLD, Con- 
sulting Engineer, 
Philadelphia, Pa. 

(Introduction by 
CHARLES R. BEL- 
LAMY, Columbia 
Gas & Electric 

Corp., Chairman, Industrial and Commer- 

cial Air Conditioning Committee.) 


Bringing Insulation Facts Up-to-date, 
Johns-Manville Corp., New York, N. Y. 


Hale A. Clark 


WEDNESDAY AFTERNOON, OCTOBER 12 
2:00 o'clock 

How Far Have We Gone in Modernizing 
Commercial Kitchens? Leader: GEORGE 
L. CULLEN, Harrisburg Gas Company, 
Harrisburg, Pa. 

(a) Hotels, HuGH L. WatuHen, Atlan- 
tic City Gas Co., Atlantic City, N. J. 

(b) Institutions. 

(c) Restaurants. 

Sales Features of Today’s Gas Commercial 
Cooking Equipment, Leader: Harry A. 
Sutton, Public Service Electric & Gas 
Co., Newark, N. J. 

(a) Ranges. 

(b) Broilers, Harry M. WooLMan, 
Jersey Central Power & Light Co., As- 
bury Park, N. J. 

(c) Fat Fryers, JAMES F. Pitman, J. C. 
Pitman & Sons, Inc., Lynn, Mass. 

(d) Counter Appliances. 

Expanding Markets for Commercial Gas 
Sales, Leader: ARTHUR M. APMANN, 
Derby Gas & Electric Co., Derby, Conn. 


THURSDAY AFTERNOON, OCTOBER 13 
2:00 o'clock 

Have We Been Overlooking Opportunities 

in Small Industrial Uses for Gas? 
(Symposium ) 

To be participated in by CHARLES T. BEN- 
NETT, Consumers Gas Co. of Toronto, 
Toronto, Ontario; W. W. Younc, Wa- 
tertown, Conn., and others. 

(a) Miscellaneous Industrial Equipment. 
(b) Bench and Other Equipment. 
(c) Small Industrial Equipment. 


Successful Methods for Promoting the Sale 
of Standardized Industrial Gas Equip- 
ment. 

(Symposium) 
Leader: D. W. CHAPMAN, The Peoples 
Gas Light & Coke Co., Chicago, III. 
(a) Heat Treating Furnaces, ELMER C. 
Cook, American Gas Furnace Co., 
Elizabeth, N. J. 

(b) Reel Bake Ovens, CarLTON W. 
ROLL, The Brooklyn Union Gas Co., 
Brooklyn, N. Y. 


(c) Gas Steam Boilers, Everetr E. 
MacNnuson, Eclipse Fuel Engineering 
Co., Rockford, Ill. 

QUESTION BOX 

Drop your industrial and commercial gas 
questions in the Question Box any time 
Tuesday, Wednesday or Thursday. The 
answers will be given from the plat- 
form by the following men: 

Leader: F. T. Brooks, Philadelphia Elec- 
tric Co., Philadelphia, Pa.; DaNnieL J. 
BROGAN, The G. S. Blodgett Co., Inc., 
New York, N. Y.; Oxtver Ltoyp Map- 
pux, Eclipse Fuel Engineering Co., New 
York, N. Y.; C. GgorGE SEGELER, 
American Gas Association, New York, 
. ao 2 


TECHNICAL SECTION 


TUESDAY, OCTOBER 11 
2:00 o'clock 
Address of Chair- 
man, J. V. Pos- 
TLES, Chairman, 
Technical Section, 
Philadelphia, Pa. 
Report of Nominat- 
ing Committee, 
M. I. Mix, Chair- 
man, The Peoples 
Gas Light & Coke 
Co., Chicago, Ill. 
Gas Conditioning 
Committee, O. S. 

_V. Postl HAGERMAN, 

J ors Chairman, Atlan- 
tic Seaboard Corp., New York, N. Y. 
(a) A Primer on Deposits in Gas Pipes 

and Appliances, Dr. A. R. PowELt, 
Koppers Co., Pittsburgh, Pa. 

(b) Control of Deposits in Manufactured 
Gas Distribution Systems, A. R. BEL- 
YEA, Consolidated Edison Co. of New 
York, New York, N. Y. 

(c) Sulphur Corrosion of Materials, H. 
D. LEHMAN, The Philadelphia Gas 
Works Co., Philadelphia, Pa. 

Research and Recovery—Which Comes 
First? Pror. Erwin H. SCHELL, Massa- 
chusetts Institute of Technology, Cam- 
bridge, Mass. 

The Importance of Cadet Engineering 
Training to the Gas Industry. 

(Speaker to be announced) 

Sales and Service, B. T. FRANCK, Grand 
Rapids Gas Light Co., Grand Rapids, 
Mich. 

Chemical Committee, ProF. J. J. MORGAN, 
Chairman, Columbia University, New 
York, N. Y. 


WEDNESDAY, OCTOBER 12 
2:00 o'clock 

Production Committee, C. R. Locke, Chair- 
man, Chicago By-Product Coke Co., Chi- 
cago, Ill. 

Colloidal Properties of Spent Oxides, Dr. 
W. J. Hurr, University of Maryland, 
College Park, Md., and Dr. FRANK H. 
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DOTTERWEICH, Texas College of Arts 
& Industries, Kingsville, Texas. 
Extinction of Gas Flames by Steam, Data 
Underlying the Practice of Steam Purg- 
ing, Louis SHNIDMAN, Rochester Gas & 
Electric Corp., Rochester, N. Y. 


Steam Purging, R. E. KruGer, Rochester 
Gas & Electric Corp., Rochester, N. Y. 


THURSDAY, OCTOBER 13 
2:00 o'clock 
Distribution Committee, H. L. Garry, 


Chairman, New Orleans Public Service, 
Inc., New Orleans, La. 


Engineering Significance on the National 
Bureau of Standards Soil Corrosion Data, 
K. H. LoGaN, National Bureau of Stand- 
ards, Washington, D. C. 


High Pressure Welding, Dr. W. A. PEARL, 
Armour Institute of Technology, Chi- 
cago, Ill. 

Variations in Interchange Ability Formulae 
in Higher B.t.u. Gases, L. J. WILLIEN, 
Public Utility Engineering & Service 
Corp., Chicago, Ill. 


Personnel Conference 
During Convention 


IHE Committee on Personnel Prac- 

tices will again hold a luncheon con- 
ference during the convention in Atlantic 
City. This year the conference will be 
held on Tuesday, October 11, at 12:30 
P.M., in the Belvedere Room of the Hotel 
Traymore. A guest speaker of national 
reputation is being secured to outline ele- 
ments of a sound industrial relations pro- 
gram. It is expected that a general dis- 
cussion of personnel matters will follow 
the speaker's presentation. 

Paul W. Herring of Chicago, chair- 
man of the committee, will preside. 
C. G. Simpson is chairman of the Com- 
mittee on Arrangements. Attendance is 
limited by the capacity of the room. The 
tickets are $1.25 and will be issued in the 
order in which reservations are received 
at Association Headquarters. Checks in 
payment should be made payable to the 
American Gas Association. 





Mystery Chef Lauds 
CP Gas Range 


The Mystery Chef, whose famous 
cooking talks are well known to mil- 
lions of radio listeners, devoted an en- 
tire broadcast Tuesday, August 16, to 
a discussion of the Certified Perform- 
ance gas range and what this develop- 
ment means to the home maker. The 
Chef, who speaks over an NBC net- 
work representing a large group of 
gas companies, stated that the develop- 
ment of the CP gas range “is, with- 
out question, the greatest advance ever 
made in the history of the art of ex- 
cellent cooking.” 








298 AMERICAN GAS ASSOCIATION MONTHLY 





SEPTEMBER 1938 


Research Adds New Laboratory Test Gas 


UR Labora- 

tories re- 
cently completed 
for the Associa- 
tion’s require- 
ments commit- 
tees a rather 
comprehensive 
investigation of 
the performance 
of domestic ap- 
pliances on lique- 
fied petroleum gases. The objective 
of this work was to obtain technical 
data for their assistance in formu- 
lating suitable approval require- 
ments covering appliances for use 
on such gases. Certain findings se- 
cured should be, it is felt, of general 
interest particularly to manu factur- 
ers of appliances for use on bottled 
gases. Before discussing such re- 
sults, however, the nature and scope 
of requirements recently adopted by 
the committees will be briefly re- 
viewed. 





W. R. Teller 


Domestic Appliances Tested 


Four types of appliances were in- 
cluded in the project, namely, do- 
mestic gas ranges, water heaters, 
space heaters and refrigerators. Ap- 
proval requirements covering the 
first two for use on liquefied petro- 
leum gases have already been finally 
approved by the A. G. A. Approval 
Requirements Committee. 

In both cases, the specifications 
are essentially the same. They pro- 
vide that tests similar to those now 
applied using propane gas, be con- 
ducted on butane gas and on the 
basis of satisfactory results that ap- 
proval be granted for butane, pro- 
pane, or any uniform intermediate 
mixture. 

Two general exceptions to this 
basic procedure have been provided. 
First, if the appliance is designed for 
use with propane only, the require- 
ments specify that tests shall be con- 
ducted on only this gas and approval 
granted accordingly. Secondly, where 
different burners or other equipment 
are supplied for butane and propane, 
the appliance is required to be tested 


By W. R. TELLER 


Research Engineer, A.G. A. Testing 
Laboratories 


on each of the two gases with the 
appropriate equipment. 

In this last case, satisfactory re- 
sults with butane equipment will 
permit its approval for use with 
propane or propane-butane mixtures 
as well as with butane, while compli- 
ance of the propane equipment 
would, as previously indicated, per- 
mit its approval for propane only. 
Obviously, from an approval stand- 
point, the use of the propane equip- 
ment would be entirely unnecessary, 
and as a result this plan would seem 
indirectly to discourage the use of 
separate burners for these two 
gases. 


Safety Factor 

Such a condition, if generally 
brought about, should be in the in- 
terests of safety since a bottled gas 
appliance installed for use on pro- 
pane might subsequently be operated 
with butane or propane-butane mix- 
tures. Thus, a greater margin of 
safety under such utilization condi- 
tions would, for reasons developed 
later, be insured by use of appliances 
which had demonstrated satisfactory 
performance on butane rather than 
on propane alone. 

It is quite evident from the nature 
of the requirements recently adopted 
that a domestic appliance which 
demonstrates satisfactory perform- 
ance on butane may be expected to 
give equally acceptable performance 
when operated on propane or butane- 
propane mixtures at the proper input 
rate, but that no such assurance is had 
with appliances tested on propane. 

During the course of the research 
work appliances which were adjusted 
properly on butane and gave accept- 
able results were also found to be sat- 
isfactory when properly adjusted on 
propane. On the other hand, with 
each type of appliance studied, one or 
more instances were observed where 
appliances gave satisfactory results on 


propane but were not acceptable when 
operating with butane. It was found 
in general that on a given appliance, 
burner operating characteristics, par- 
ticularly flame appearance, were less 
satisfactory on butane than on pro- 
pane. More prevalent and pronounced 
yellow tip conditions on butane were 
especially noticeable. 

It is important to note that in all 
these tests, appliances were operated 
on the gas with which the gas and pri- 
mary air adjustments had been previ- 
ously made. In fact, one of the fun- 
damental aspects of the requirements 
approval program is the assumption 
that an approved appliance will be 
properly adjusted on the gas on which 
it is to be operated; otherwise, no as- 
surance of proper performance can be 
had. 

It follows from the foregoing that 
butane provides for those essential 
safety characteristics studied, more se- 
vere conditions for satisfactory appli- 
ance performance than does propane. 
The difference between these two gases 
is not great and in a majority of cases 
appliances studied satisfactorily accom- 
modated both. 


Efficiency Not Studied 

This investigation did not concern 
itself with any of the efficiency aspects 
of the utilization of propane or butane 
since it has been conclusively demon- 
strated by other researches that a given 
appliance can consume any commercial 
gaseous fuel with about the same efh- 
ciency provided that combustion is 
completed in every case. Investiga- 
tional work was confined to combus- 
tion, burner operating characteristics, 
pilot operating characteristics, and 
lighting since it is these performance 
features which are affected by differ- 
erices in the gases burned. 

In order to provide a more com- 
plete understanding of the differences 
obtained in appliance test results on 
propane and butane it is necessary to 
examine the physical characteristics 
and burning properties of these gases. 
Table 1 gives the principal properties 
and combustion data on propane, bu- 
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TABLE 1 
PHYSICAL PROPERTIES OF AND COMBUSTION DATA ON LIQUEFIED PETROLEUM GASES 


Air Req'd 
for Com- 
plete Com- 
bustion 
Cu.Ft. /CuFt. 
of Gas 

0) Burned 


1.55 
2.14¢ 


1.71 








( Note 1) 
Heating 
Value 


Combustion 
Products 
Cu.Ft./Cu.Ft. 
te) 

Gas Burned 


CO2 


Air Rea’d & Combus- 
tion Products Per 
1,000 B.t.u. 
CuFt. 


(Note 2) 
Sp.Gr. 


(Note 2) 
Heating 
Value of 
Normal Burner 
Burner Head 

Head Mixture 

Mixture B.t.u./Cu.Ft. 


1.04 198.5 
1.065 204.5 


1.050 200.5 


Inflamma- 
bility 

( Note 1) 

Specific 


Limits, of 
% Gas in 
Air 


Ulti- 
maie 
CO2 
Ne % 


7.34 13.7 
7.24 14.0 


7.30 13.8 _ — 


Gravity 
Chemical (Air = 
Formula (Dry) ii 


2,572 
3,393* 





Air et EE Ee 
Req'd COz Lower Upper 


9.29 
9.16 


H20 Ne 


3.0 4.0 18.90 
40 5.0 24.55 


3.28 4.28 


H20 


1.555 
1.474 


1.528 


Gas 





Cs3Hs 
C4Hio 


23.9 
31.05 


25.9 


1.166 
1.179 


1.172 


2.4 
1.9 


9.5 
8.5 


Propane 
Butane 

Butane- 
Propane _— 2,800t 


20.48 9.24 








*Value for normal butane; heating value of iso-butane is given as 3,364 B.t.u./Cu.Ft. 
+Value for normal butane; specific gravity if iso-butane is given as 2.08. 


tComputed on basis of norma! butane. 


(1) Heating values and specific gravities for propane and butane from National Bureau of Standards Letter Circular No. 503, Propane, Butane. and Related Fuels. 





tane, and a 2,800 B.t.u. mixture of 
these two gases. 

It is important to note that these 
data are for pure propane and butane 
and are not, therefore, strictly appli- 
cable to the commercial gases. How- 
ever, they are satisfactory for com- 
parative purposes. It is interesting to 
note that the amounts of air theoreti- 
cally required for complete combus- 
tion as well as the theoretical products 
of combustion are about the same for 
butane as for propane on the basis of 
equal heat liberations. The differ- 
ences are of the order of 1% except 
in the case of the water vapor formed 
where it will be seen that propane 
produces about 5% more than butane. 
Since with any given appliance the 
rate of heat input should be adjusted 
to the same value regardless of whether 
propane or butane is being utilized, 
this similarity in air requirements and 
theoretical products is significant in 
that flueways and secondary aeration 
provisions adequate for one of the 
liquefied petroleums gases should also 
be generally adequate for the other or 
for mixtures of the two. The differ- 
ence in quantities of water vapor pro- 
duced, as noted in the foregoing, while 
slight from a volumetric standpoint, 
probably contributes to the greater 
stability of propane. 


*The graphical method of showing the re- 
lationship between composition of a gas and 
burner operation by lifting, yellow tip, and 
flash-back limit curves is well established 
and has long been used in technical literature 
on gas appliance performance. Probably the 
most extensive and instructive use of such 
curves will be found in various publications 
of the National Bureau of Standards, sevetal 
of which follow, and these references are 
highly recommended to the readers who wish 
to obtain a detailed analysis of the signifi- 
cance of this method. 

Technologic Paper No. 304—A Method For 
Testing Gas Appliances To Determine The 
Safety From Producing Carbon Monoxide. 

Research Paper No. 446—A Method For De- 
termining The Most Favorable Design of Gas 
Burners. 


Circular No. 405—Standards For Gas Service. 


It will also be seen from Table 1 
that the specific gravities and heating 
values of burner head mixtures, as- 
suming equal gas input rates and pri- 
mary air injection, are also quite com- 
parable. The inflammability limits of 
propane as may be noted from Table 1 
are slightly higher and broader than 
those for butane. While this differ- 
ence is small, it may be one of the fac- 
tors explaining the slightly better 
ignition characteristics observed on 
propane during the appliance tests 
made in our investigations. 


Burning Limits 

The characteristic lifting and yellow 
tip limits of butane, propane, and a 
natural gas are shown in Figure 1. 
These results were obtained under pre- 
cisely controlled conditions of primary 
air-gas ratios and gas rate with a 
burner having No. 36 D.MLS. drilled 
ports. * 

The significance of these curves may 
be briefly described by noting that any 
point of input rate and per cent pri- 
mary ait within the area bounded by 
the lifting, yellow tip and flash-back 
curves may be considered as a good 
adjustment point in that a stable flame 
without yellow tips will be produced. 
If this good adjustment point is 
changed either by decreasing or in- 
creasing the input rate or primary air- 
gas ratio so that the resultant point 
falls outside the bounding curves then 
unsatisfactory burner operation re- 
sults. 

For example, if the point represent- 
ing some condition of input rate and 
primary air falls to the right and above 
the lifting limit curve (a condition 
which could be reached from a good 
adjustment point by increasing the gas 
rate or primary air) the burner flames 


will lift or blow; if the point falls to 
the left and above the flash-back limit 
curve (a condition reached from a 
good adjustment point by decreasing 
the gas rate or increasing the primary 
air) flash-back is likely to occur; and 
if the point falls to the right and be- 
low the yellow tip limit curve (a con- 
dition reached from a good adjust- 
ment point by increasing the gas rate 
or decreasing the primary air) the 
flames will be yellow tipped. 

It is important to note that the 
curves shown are comparative only 
since the actual limits of any gas are 
affected by such variables as port size, 
port depth, location of ports, and sur- 
rounding appliance design. However, 
with such physical factors held constant, 
as in this study, and with gas rates 
and primary air-gas ratios carefully 
controlled, the resultant characteristic 
curves for different gases accurately 
and qualitatively show the differences 
between the burning characteristics 
of these gases. Accordingly, if the 
lifting limit curve for one gas falls 
above that for another gas, the first 
gas can be burned on a given burner 
at a higher gas rate or primary air 
rate without lifting or blowing than 
the latter gas. If the flash-back curve 
for one gas falls to the right and 
below that of another gas, the first gas 
is more susceptible to flashing back 
on a given burner. Finally, if the yel- 
low tip limit of one gas is below that 
for another then it is evident that the 
first gas can be supplied to a given 
burner with less primary air or at a 
higher gas rate without producing yel- 
low tips than can the second gas. 

The lifting limit curves of Figure 1 
show that propane can be burned at 
slightly higher input rates without 
lifting or blowing of flames on any 
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given burner than can butane. They 
also indicate that propane and the type 
of natural gas employed (1,100 B.t.u., 
0.6 sp.gr.) are quite comparable in 
this respect. The yellow tip limit 
curves indicate that propane and bu- 
tane are quite similar in their tendency 
to produce yellow tip conditions under 
comparable burner operating condi- 
tions. It will be noted, however, that 
the yellow tip limit for natural gas is 
considerably lower than that for either 
propane or butane. This means that 
when primary air injection is low the 
liquefied petroleum gases are much 
more likely to produce yellow tips than 
is natural gas. 

The flash-back limit curve shown in 
Figure 1 is for the purpose of illus- 
trating the principles discussed in the 
footnote on the preceding page and 
has no other connection with this dis- 
cussion. No flash-back data were ob- 


1 Typical commercial propane and _ butane 
gases have heating values of 2,500 and 3,175 
B.t.u. per cu.ft. respectively and specific grav- 
ities of 1.53 and 2.00 respectively. 


tained on propane or butane since this 
phenomenon did not occur under the 
test conditions imposed. 

One of the most important differ- 
ences between propane and butane 
from the standpoint of appliance per- 
formance is their comparative ability 
to inject primary air. The primary air 
injecting power of any gas is propor- 
tional to the square root of its specific 
gravity, the square root of the pressure 
at which it is supplied and inversely 
proportional to its heating value. On 
this basis an expression has been de- 
rived for a so-called primary air factor 
which can be used advantageously for 
comparing the relative primary air in- 
jecting characteristics of propane and 
butane. This expression is: 

Primary Air Factor = 1000 vrd 
Where: 


P= pressure at which gas is supplied, 
inches of water 

d= specific gravity of gas (air = 1.0), 
and 

h = heating value of gas, B.t.u. per 
cu.ft. 


Figure 1—Characteristic burning limits for propane, butane 


SEPTEMBER 1938 


Substituting appropriate values for 
commercial propane and butane gases! 
and a gas pressure of 11 in. of water 
at which they are commonly supplied, 
it will be found that primary air fac- 
tors for propane and butane are 1.64 
and 1.48 respectively. In other words, 
propane has considerably greater abil- 
ity than butane to inject primary air 
on a given burner when both gases are 
supplied at the same gas rate and at 
the same pressure. By equating the pri- 
mary air factor expressions for pro- 
pane and butane and solving for the 
butane gas pressure, it will be found 
that butane would have to be supplied 
at a pressure of about 13.5 in. of water 
to give the same primary air injection 
on a given burner as would be ob- 
tained with propane at the same gas 
rate and 11 in. of water pressure. 

This difference in primary air in- 
jecting ability, as previously indicated, 
is one of the most important reasons 
for the variation in appliance test re- 
sults on butane and propane. It 


and natural gas 
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largely explains why softer flames 
with a greater susceptibility to pro- 
duce yellow tips were obtained with 
butane and in part, why combustion 
on certain critically designed appli- 
ances was less satisfactory with butane. 
And in the final analysis, it is the 
basic factor which has made it feasible, 
under the conditions of comparable 
pressure, to test appliances on butane 
and extend approval on them for use 
with other liquefied petroleum gases. 

The data obtained during the in- 
vestigation are also significant in other 
respects. For example, it was demon- 
strated rather conclusively that, with 
the exception of the burner itself and 
the pilot or ignition means, the design 
of the appliance can be identical for 
use with both gases. This was in- 
dicated by the similarity of theoretical 
air requirements and flue products for 
the two gases per unit of heat input as 
shown in Table 1. 


Changes after City Gas Tests 
Inquiries are frequently made at the 
Laboratories concerning the possibility 
of obtaining satisfactory performance 


on butane and propane with domestic 
appliances which have been approved 
for use on city gas. It is generally ap- 
pteciated that certain changes as speci- 
fied in the approval requirements are 
mecessary or customary such as use of 
fixed orifices, complete shut-off (in- 
cluding pilot) on safety devices, suit- 
able compounds for pipe joints, re- 
duction of input rates on regular gas 
range top burners from 9,000 to 5,000 
B.t.u. per hr., and others. The question 
is generally one of the suitability of 
burners, appliance flueways, and other 
design features influencing combustion 
characteristics. The answer depends on 
many variables. 

Generally, appliance flueways and 
secondary aeration areas which are 
satisfactory for manufactured and nat- 
ural gases are also satisfactory for 
liquefied petroleum gases. In fact, 
from an approval test standpoint con- 
ditions are more favorable for propane 
and butane, since the high test pres- 
Sures as specified in the approval re- 


quirements for these gases are only - 


about 18% above the normal adjust- 
ment pressure (9% in the case of gas 
ranges) as compared with 50% for 
natural or manufactured gases (25% 
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Low temperature fractional distillation being used in research involving the development of 
requirements for use with undiluted butane, showing also one of several portable cabinets 
designed by the Laboratories and recently procured to facilitate tests using bottled gases 


in the case of gas ranges). For this 
reason, it is practically always safe to 
assume that an appliance which has 
been approved for use with city gas 
will be satisfactory for use on lique- 
fied petroleum gases provided modi- 
fications, if necessary, ate made in 
burner design and pilot arrangement. 

Whether or not burners of appli- 
ances approved for use on manufac- 
tured and natural gases will be satis- 
factory for propane or butane depends 
largely on the input rating per square 
inch of port area which is employed. 
If this rating is high (above approxi- 
mately 15,000 B.t.u. per sq.in.) it is 
probable that primary injection with 
the liquefied petroleum gases will be 
inadequate with the result that flames 
will be soft and possibly yellow tipped. 
If the rating per square inch of port 
area is below the above mentioned 
value then satisfactory flames should 
result. 

A common example of the effect of 
port rating is probably familiar to 


most gas range manufacturers and de- 
signers. With these appliances a 
change-over from city gas to liquefied 
petroleum gases involves reducing the 
regular top burner input rate from 
9,000 to 5,000 B.t.u. per hr. A typical 
top burner has a port area of 0.4 sq.in. 
so that the rate per square inch of port 
area is 22,500 B.t.u. per hour for city 
gas and only 12,500 B.t.u. per hr. for 
liquefied petroleum gases. Under these 
conditions the appearance of the flame 
on these latter gases will be as satis- 
factory as on natural gas. On the 
oven section, however, the same input 
rates are generally employed for all 
types of gases. A typical oven burner 
rating is 25,000 B.t.u. per hr. per 
sq.in. of port area. At such ratings it 
is quite probable that the oven burner 
flames will be yellow tipped on pro- 
pane or butane although satisfactory 
on natural gas. 

The reason for this is apparent 
from Figure 1 on which the large dif- 
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ference in yellow tip limit curves for 
natural and propane or butane may be 
noted. In cases of high port ratings 
on city gas it would be advisable to 
attempt to increase the port area of the 
burner either by adding ports or in- 
creasing port size for use of the lique- 
fied petroleum gases. However, it 
should be noted that in certain appli- 
cations, such as oven burner sections, 
where head room is ample the presence 
of yellow tips may be tolerated since 
under suitable conditions they do not 
lead to incomplete combustion. 

In some cases manufacturers provide 
different port drillings for manufac- 
tured and natural gases, the ports for 
natural gas, of course, being larger. A 
problem frequently arises, therefore, 
as to which of the two burners would 
be more suitable for liquefied pe- 
troleum gases. If, as a general rule, 
the burner is provided with the same 
number of ports then it would be gen- 
erally advisable to use the natural gas 
burner since with its larger port area, 
input rates per square inch of port 
area would be lower and the possi- 
bility of lifting or yellow tipped flames 
on propane or butane lessened. If 
both burners have the same port area 
by virtue of the manufactured gas 
burner being provided with more 
ports, then the manufactured gas 
burner should be employed, particu- 
larly if the port rating is 15,000 B.t.u. 
per hr. per sq.in. or less, since it will 
give quieter operation. 


Noisy Burner Operation 


It has been observed that the lique- 
fied petroleum gases are somewhat 
more prone to yield noisy burner oper- 
ation (noise of extinction and flash- 
back) on many types of burners than 
is natural gas. In many instances, an 
intermediate port drilling will be found 
preferable, since with a larger port 
than is used on manufactured gas 
more port area is provided which will 
tend to minimize the possibility of 
yellow tips and lifting and since with 
a smaller port than is used on natural 
gas the tendency for noisy burner 
operation will be lessened. 

There is always this compromise 
between large total port area and min- 
imum size of individual ports involved 
in most burner designs. Since it is 
generally true that for liquefied pe- 


troleum gases difficulties are encoun- 
tered from lifting or yellow tips 
rather than from noisy burner opera- 
tion, it would seem more advisable, if 
necessary, to favor larger total port area 
at the expense of optimum port size. 
In any event it is recommended that 
port areas be such as to yield gas rates 
of not more than about 15,000 B.t.u. 
per hr. per sq.in. of port area, where 
good flame characteristics are desired. 
When yellow tipped or soft flames are 
permissible the unit port rating may 
be increased to 25,000 B.t.u. per hr. 
per sq.in. The higher port ratings are 
necessary in applications where low 
turn-down ratios (ratios of minimum 
or by-pass rates to full-on rate) are 
required such as burners controlled by 
graduating thermostats. The port size 
should not be larger than No. 32 
D.M.S. and preferably smaller, excel- 
lent results being obtained from the 
standpoint of quiet burner operation 
with No. 36-38 D.M.S. port sizes. 
Accepted recommendations for di- 
mensions of mixers and burner head 
volume should also be followed. 
The enlargement in scope of the 
Association's approval program in the 
liquefied petroleum gas field has been 
brought about principally by an in- 
sistent demand on the part of our 
appliance manufacturers and the lique- 
fied petroleum gas people. The exten- 
sion of our domestic appliance ap- 
proval service to cover butane and 
propane-butane mixtures should there- 
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fore be of definite advantage to the 
gas industry in general, since by rais- 
ing the standard of performance of 
bottled gas appliances it should be 
helpful in promoting wide use of gas, 
all of which should be of particular 
benefit in those districts not now sup- 
plied with city gas service but to 
which future extension of gas mains is 
a distinct probability and where in 
the meantime “‘bottled’’ gas stands as 
a bulwark in holding the load for gas 
against competitive fuels employed to 
supply energy principally in the form 
of heat. 


Chemistry of Coal 
To Be Reported 


ECENT research developments in the 

chemistry of coal will be reported 
to the Division of Gas and Fuel Chem- 
istry of the American Chemical Society 
at the Society’s meeting in Milwaukee, 
Wis., September 5 to 9, according to an 
announcement by the chairman of the 
Division, Dr. H. H. Lowry, director of 
the Coal Research Laboratory of the 
Carnegie Institute of Technology, Pitts- 
burgh. 

More than thirty representatives of the 
United States and Canadian Bureau of 
Mines, the Carnegie Institute of Technol- 
ogy, the University of Iowa, and the Uni- 
versal Oil Products Company, Chicago, 
will address the division. The themes will 
range from the cracking characteristics of 
coal to the oxidation of anthracite and its 
relationship to the decrease in heating 
value. Nineteen representatives of the 
U. S. Bureau of Mines, Pittsburgh, will 
speak. 





motion for electric cooking. * * * * 








Will Not Promote Electric Cooking 


(E. F. Jeffe, vice-president, Consolidated Edison Company of New York, 
at A. G. A. Sales Conference) 


Those of us who have made a sound study of the situation, who have not 
been swept off our feet by unsound promotional activities, who have considered 
the entire problem—and not only a part of it—who have coordinated possible 
sales results with investment requirements, are rather firmly convinced at the 
present time that the field of domestic cooking rests safely and securely in the 
lap of the gas industry except under extraordinary conditions. We challenge 
proof of the economics of so many of the highly promotional activities now in 


We, as a Company, have had our experience and it is because of this experi- 
ence and because our sales promotion efforts are coordinated with the operating 
branches of our company, that we have determined that presently there is no 
benefit in the aggressive promotion of electric cooking. The fact is that there 
may be lack of benefit to the Company, and to the consumer in promoting any 
other medium than gas for cooking purposes. Accordingly, whether it be in our 
combination territory or in our all electric territory, our program does not in- 
clude intensive promotional plans for electric cooking. I am certain, with the 
early advent of the Certified Performance gas range, that the position of gas as 
a cooking fuel will be assured and will not be severely challenged on sound basis 
until other means of distribution of electric energy are devised. 
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Companies Outline Features of CP 
Range Promotion Plans 


J. W. Lea, Atlanta Gas Light Company 

(Regional Manager—Georgia, Alabama and 

Florida) 

E are introducing the CP range to 
W::: customers and prospects through 
the medium of our 10th Annual Old Stove 
Round Up which began on August 1 and 
will continue through September 10. This 
plan was adopted primarily for two reasons 
—in the first place we wish to spread the 
news of the CP range as quickly as possible 
and the date of the release for the ranges 
happened to coincide with our Annual Old 
Stove Round Up. In the second place we 
believe that the contrast between any pros- 
pect’s old stove and the CP range will be so 
great that it would catch the attention of 
the prospect more readily than any other 
promotion which we might use. 

In our advertising we have used one of 
the features of the first national advertise- 
ments on the CP range and we believe that 
the tie-in will prove tremendously effective. 

Our range sales so far during the cam- 
paign are equaling last year for the first 
time in several months and we feel sure 
that the introduction of the CP range is 
having a great deal to do with the success 
of this sale. 

The only special inducement which we 
are using in this campaign is a special 
trade-in, depending on the price of the 
range, which will average about $15.00 for 
an old stove being traded in on a range 
which retails for $100 to $150. Several of 
our best dealers are tying in with the Old 
Stove Round Up. 

We are planning to follow this cam- 
paign up with a Thanksgiving range sale 
in November at which time we will again 
feature the CP range in our promotion. 


B. T. Franck, General Sales Manager, 

Grand Rapids Gas Light Co. 

a Manager—Michigan and Wiscon- 

sin 
E launched our CP gas range pro- 
gram on August 1. On July 25 we 
had a golf tournament and dinner at one 
of the local country clubs to which we in- 
vited all of the active gas range dealers in 
the territory served by the Grand Rapids 
Gas Light Company. There were fifty-five 
in attendance. After the dinner they were 
given a complete presentation of the CP 
fange program. It was enthusiastically re- 
ceived. 

We have a cooperative advertising ar- 
rangement with the dealers and, in addi- 
tion, will furnish them with free window 
displays. 

Truck cards, bus cards and buttons ad- 


vertising CP ranges have been distributed. 
The buttons are available to our employees 
and also dealers’ employees. 

On the display floor we have an elabo- 
rate showing of CP ranges. The leaders of 
the four lines which we carry are promi- 
nently displayed under a revolving canopy 
in the center of our sales floor. 

We have conducted an extensive educa- 
tional program for our employees, espe- 
cially the sales personnel, and a representa- 


Herewith are presented re- 
ports from regional managers, 
of the Certified Performance 
Range Program and others out- 
lining their company sales pro- 
motion plans introducing the 
CP gas ranges throughout the 
country. While these reports 
are necessarily brief they give 
some idea of the character and 
extent of the campaigns under 
way to push the sale of CP 














ranges. 


tive of our company whose main duty it is 
to contact gas range dealers is conducting a 
similar program with dealers’ employees. 

The public has evidenced a great deal of 
interest in the CP range. A large number 
of people are visiting our sales floor daily 
in order to acquaint themselves with the 
new appliance. Some sales have resulted 
although no spectacular record in this re- 
spect has been established; however, we 
didn’t expect this to be the case. We have 
felt all along that the first few weeks—yes, 
even months—of the CP range program 
would be mainly educational and promo- 
tional with actual sales results following 
later on. 


J. L. Johnson, Sales Manager, Provi- 
dence Gas Company 
(Regional Manager—Rhode Island, Massa- 
chusetts, Vermont) 
[TELEGRAM } 


CTIVE coordinated promotion of CP 

ranges in our company territory will 
start in September. As we have emphasized 
top quality ranges with modern features in- 
cluding automatic oven lighting for several 
years anticipate good acceptance locally for 
CP equipment. Sales program includes 
budget payment plan and old range allow- 
ance with possible continuance of last 
year's passenger airplane trip tie-in. 


G. F. B. Owens, Manager, New Business 
Dept., The Brooklyn Union Gas Co. 
(Regicnal Manager—Metropolitan and 

Greater New York City—also Central Hud- 

son Gas & Electric Corp.) 

UR policy starting August 8 is to sell 
for retail only CP ranges. On August 

8 we held a sales meeting to introduce the 

CP range to our sales force. At this meet- 

ing Hugh Cuthrell, our vice-president, 

talked from an executive point of view. A 

skit was presented in the form of a trial 

with regard to old ranges and the new CP 
range. Then followed a demonstration of 
cooking demonstrated by the Home Service 

Division showing the difference in speed 

and economy between the CP range and 

an old range. Gas was measured through 
meters using large indicating dials. This 
program will be repeated to our dealers at 

three meetings to be held on August 16, 

17 and 18. 

Starting July 1 we began to contact all 
employee groups with a list of eight ques- 
tions and answers with regard to the CP 
range. On August 6 we announced in our 
Brooklyn Union Gas News to our employees 
the meaning of the CP symbol. On August 
8 we instituted a contest with prizes with 
regard to the CP range using the pamphlet 
called “The Seal of Cooking Perfection,” 
which was distributed individually to each 
employee in order that he could obtain the 
proper answers for the contest. 

Starting September 1 we will use our 
138 billboards announcing the CP range. 
At the same time we are sending out an- 
nouncement of the CP range by Newsette 
with our gas bill to every one and two 
family house. We have purchased 100,000 
counter folders and 300,000 broadsides 
which we are distributing from door to 
door to all our one and two family houses. 

Our promotion on CP with the em- 
ployees, salespeople, dealers and the public 
is not for one month, but it is a permanent 
campaign that will carry on the rest of this 
year and through next year. We are very 
optimistic with the results we expect to ob- 
tain. 


F. M. Houston, Manager, Domestic Sales 
Department, Rochester Gas & Electric 
Corp. 

(Chairman, Domestic Range Committee, and 
Regional Manager—Upper New York) 
ROFITING by the success of our last 
years Old Stove Round-Up in which 

we put 2,248 new gas ranges on our lines, 

we are putting on another Old Stove 

Round-Up in August and September to in- 

troduce CP gas ranges. Briefly, the out- 
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Typical window display featuring the CP range used by the Kings County Lighting Co., 
Brooklyn, N. Y. 


standing features of our company’s pro- 
gram are as follows: 


1—Campaign dates: August 15 to Septem- 
ber 30, 1938. 

2—Cooperative show on company sales 
floor for 2 weeks; August 22 to 
September 3, with all leading dealers 
displaying their ranges. 

3—August 22: monstrous parade featur- 
ing floats, band, and balloons for the 
kiddies. 

4—Cooperative dealer advertising in local 
papers on the CP range. 

5—-Puppet show featured on sales floor 
for the attraction of the public. 

6—Free paring knife to every person reg- 
istering after visiting our show. 

7—Truck cards and window displays. 
Cards furnished all dealers and used 
on our company trucks. 

8—Radio broadcasts on the CP range. 

9—Two large electric signs featuring the 
CP range. 

10—Cooking schools for salesmen. 

11—Range schools for salesmen presented 
by manufacturers’ representatives. 

12—Special trade-in allowances. 

13—Prize contest for salesmen. 

14—Special employee purchase plan whereby 
the employee will be able to buy ranges 
at cost. 

15—Employee prospect campaign whereby 
the employees will be paid a bonus for 
every prospect turned in resulting in a 
sale. 

16—Special allowance paid to dealers of 
$10.00 for every CP range sold by the 
dealer. 

17—Daily cooking schools by Home Setv- 
ice Department. 


C. V. Sorenson, Midland Subsidiary Corp. 
(Regional Manager—Indiana) 
T is planned that all Indiana companies 
will start using direct mail material on 
CP ranges during the month of September. 


Dealer meetings are being held throughout 
the territory. Orders for initial stocks of 
ranges are being placed. 

With all preliminary work out of the 
way, representatives of all Indiana gas com- 
panies will be invited to attend the final 
meeting at Indianapolis on September 12, 
at which time arrangements will be com- 
pleted for a statewide introduction of the 
new CP ranges during the month of Octo- 
ber. 


R. A. Koehler, General Merchandise 
Representative, Public Service Electric 
& Gas Co. 


(Regional Manager—New Jersey, Eastern 
Pennsylvania, Delaware, Maryland and 
District of Columbia) 
E will actively promote the CP range 
by holding various campaigns, offer- 
ing special prices and allowances for old 
ranges. In addition, in the state of New 
Jersey cards will be used on all buses travel- 
ing throughout the state, calling attention 
to the new CP range. This card is 24” x 
54”, illustrated in colors, and is placed on 
the outside of buses; in other words, a 
traveling billboard. It will be seen by 
thousands of people waiting for buses or 
passing in Cars. 
This region will do everything to pro- 
mote the CP range during the fall months. 


B. H. Gardner, Director of Sales, Colum- 
bia Gas & Electric Corp. 
(Regional Manager—Western Pennsylvania 
and Ohio) 
E are busy contacting dealers and 
telling the CP story to them. The 
Pittsburgh Group is planning to start joint 
advertising by the three gas companies 
about the middle of September. They hope 
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by that time to have all dealers lined up and 
participating. This planned time corre- 
sponds with our principal activity on house 
heating, and most of our salesmen are tied 
up on that activity. For that reason it may 
be a few weeks before we put any partic- 
ular sales effort on the CP range, although 
we will have it on display and will be ad- 
vertising it right along. 


Frank C, Smith, President, Houston Nat- 
ural Gas Co. 


(Regional Manager—Texas and Oklahoma) 


UR plans include the calling of a 

meeting of all gas range dealers in 
the City of Houston, the meeting to be 
sponsored by the Houston Gas and Fuel 
Company and the Houston Natural Gas 
Company, and a definite and complete pro- 
gram of advertising to acquaint the public 
with the additional features of the Certified 
Performance Range. 

We shall also hold territorial meetings 
with the gas range dealers in the towns 
served by our System outside of the City of 
Houston. These meetings will be held dur- 
ing the month of September. 

The complete details such as sales terms, 
special inducements, and advertising, have 
not been completely worked out; however, 
we shall certainly take advantage of the 
fine material that has been prepared by the 
Committee to Conduct National Advertis- 
ing. The finance plan which we have avail- 
able for financing range dealer sales over a 
period of time with a maximum of forty- 
eight months will be available for the sale 
of CP ranges. 


Wm. E. Leverette, Nashville Gas and 
Heating Company 
(Regional Manager—Kentucky and Ten- 
nessee) 
T is our belief that the CP range offers 
us an entirely new sales slant, and there- 
fore our plans are to “shoot the works.” 
In that there is nothing new under the 


Live demonstration of CP range on sales- 
room floor of the Kings County Lighting 
Company 





SEPTEMBER 1938 AMERICAN GAS ASSOCIATION MONTHLY 


Nat- 


oma) 


of a 
rs in 
to be 
Fuel 
Gas ; 
> pro- An outstanding promotional job on the CP 
sublic range is being done by the Grand Rapids 
tified Gas Light Company as these illustrations 
show. Above is an exterior view of the 
company building, at right is the display 
floor, and below are dealer and teaser ads 
which introduced the “blessed event” theme 


etings 
towns 
ity of 
| dur- 


erms, Ax elaborate showing of CP ranges on. the 

have display floor of the Grand Rapids 
wa Gas Light Company 
f the 


yy the 
vertis- 
avail- 
ver a 
forty- 


e sale 





Below—Teaser ads used 
to arouse interest in the 
cam paign 








These reproductions ol 


show but a few of the . 
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tional ideas utilized to 
introduce the major 
appliance development 
of the year—advent 
One of a series of teaser ads used by the of the CP Gas Range. 
Rochester Gas & Electric Corporation to 
introduce the CP range 
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sun, all we can do is to elaborate on those 
accepted promotional features already in 
existence; and especially most of the ma- 
terial as set up in the CP Portfolio. 

Beginning August 11 we are running 
“teaser ads’ on CP, covering little indi- 
vidual thoughts, but saying nothing about 
the product itself. These will be somewhat 
as follows: 


“It’s coming—CP” 

“Revolutionary in its actions—CP” 

“Incorporates every other type on the 
market—CP”’ 

“Not just an announcement; revolution- 
ary—CP” 

“Will increase business within its indus- 
try 25 to 50%—CP”’ 

“Will save money for 25,000 Nashville 
homes—CP” 


In each of these teaser ads, the following 
will be incorporated: “Full announcement 
will be made on Monday, August 29.” 

We are also going to use the above 
theme for radio teasers, making the full 
announcement on the air on the same day 
as in the newspaper ads. 

Further than the direct mail, newspaper, 
radio and others, we will use what is 
known in Nashville as ‘complete billboard 
coverage," with two separate posters over 
a period of ninety days. 

We expect to have general sales meet- 
ings, announcements to other employees, 
and dealer meetings. Demonstrations will 
be conducted on our display floors, and 
models from several manufacturers shown. 


H. E. Young, Northern States Power Co. 

(Regional Manager—Nebraska, Minnesota, 

North Dakota, South Dakota, Montana, 

and Iowa) 

UR CP program actually began about 

July 15, 1938. However, as early as 
April of this year we anticipated this pro- 
gram to some degree by initiating an activ- 
ity on better ranges having CP character- 
istics, or by the equivalent of CP ranges 
insofar as such ranges were available at that 
time. In other words, we began at that 
time to sell ranges which were as near in 
their standards to CP requirements as it 
was possible to get. 

The spring activity obviously was for- 
mulated to create intense interest in and the 
sale of better ranges, paving the way to a 
complete CP program and tie-in with the 
national activity. 

Advertising publicity, both newspaper 
and direct-by-mail, will adhere as closely 
as possible to that suggested in the Mer- 
chandise Plan Book for this purpose. This, 
of course, includes bill insert material, of 
which it is proposed to use a series of from 
four to six. 

There are special inducements for sales- 
men in the form of credit points which are 
qualifying points toward special prize 
money in our gas range campaigns. For 
example, the standard range would carry 
only 125 points, whereas the same range in 
CP standards would carry 525 credit points, 
an additional 400 points. 


In addition to the foregoing, we have in- 
structed salesmen to bring to the attention 
of prospects the comparatively small addi- 
tional amount involved in monthly pay- 
ments in purchasing a CP range as against 
a standard non-CP range. For example, 
some models of CP ranges which we offer 
require only 26¢ additional payments per 
month over a standard range; others, the 
difference does not exceed 51¢ a month, 
from which it will be seen that with the 
use of proper selling methods and sufficient 
interest on the part of the sales personnel 
there should be practically no difficulty in 
obtaining the slightly higher prices in- 
volved for these ranges. 


J. A. Sackett, Sales Manager, Kings 
County Lighting Company, Brooklyn, 
N. Y. 


N July 20 we set up our window dis- 

plays without the range, announcing 
that the new Certified Performance Range 
would be on display as an introduction to 
our customers on August 1. On August 1 
we set the CP range in the window dis- 
plays calling attention to the special allow- 
ance of $10.00 trade-in for the customer's 
old range. We have carried out our plan 
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in placing the CP ranges prominently on 
the display floors at the Main Office and 
at our Branch, and immediately at the main 
entrance of the Main Office we set up a 
live demonstration under the supervision of 
our home service director, Mrs. Jean Haas. 

Our special literature is being printed 
and we expect it will be received within 
the next day or two. This will be distrib- 
uted on the floors to all interested custom- 
ers. All outdoor advertising during the 
month of September is devoted to CP 
ranges. CP ranges are being advertised in 
our local newspapers, on bill enclosures 
and employees’ house organ. Sales floor 
and district sales representatives wear but- 
tons calling attention to the CP range de- 
signed to cause our customers to ask for ex- 
planation of the CP range. 


F. J. Vogler, Sales Manager, Metropolitan 
Edison Company, Easton, Pa. 

N August 1 we inaugurated our Fall 

Round-Up Campaign of old ranges— 

allowing $10.00 for old ranges of any type. 

Our entire activity is based on the pro- 

motion of the CP range, our Sales Depart- 
(Continued on page 328) 








CP Outdoor Poster Offered 
to All Gas Companies 


IHROUGH the courtesy of The Brook- 

lyn Union Gas Company and in coop- 
eration with other gas companies participat- 
ing in the CP gas range drive, the above 
24-sheet poster will be made available to 
all gas companies during the month of 
September. The poster was designed with 
careful consideration of national needs 
along this line and the wording is ap- 
plicable to any community. 

The color combination of the poster is 
striking. The letters CP in the circle are 
white on an orange-red background with 
dark maroon air-brush shading. The words, 
“The Gas Range of Tomorrow,” are in 
lemon-yellow while “22 Ways Better’’ ap- 
pear in white. Each of these phrases are 
written on a dark maroon background with 








a blue air-brush shading around the letters. 
The wording, “See It Today—at your gas 
company or dealer,” is dark blue with a 
heavy gray shading on a white background. 

While the poster shown above is im- 
printed ‘‘at your gas company or dealer,” 
orders for a change of imprint will be ac- 
cepted at a slight additional cost. During 
the month of September the Association of 
Gas Appliance and Equipment Manufactur- 
ers, 60 E. 42nd St., New York City, will 
accept orders for the poster in any quantity 
at the following price schedule: $4.00 each 
up to 25 posters; $3.50 each in quantities of 
25 to 50; $3.25 each for 50 or more. 
Miniature posters showing the actual color 
combination are being mailed to sales man- 
agers of all gas companies. 
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The Progress of the “Prize Parade” 


S the 1938 
Automatic 
Gas Water Heater 
“Prize Parade” 
swings into the 
homestretch, let’s 
take time out and 
review accom- 
plishments to 
date. It is ob- 
vious that this 
campaign has 
aroused tremendous enthusiasm and 
support among the gas companies, 
dealers and plumbers of the entire 
country. In excess of 850 gas com- 
panies and divisions thereof, repre- 
senting 12,600,000 meters, have regis- 
tered in the ‘Prize Parade.” The total 
exceeds by 1,200,000 meters the total 
registration of ‘The Golden Faucet” 
campaign of 1937. 


R. E. Williams 


Promotional Features 


All sales managers included in these 
registrations have been receiving col- 
orful promotional literature at well- 
timed intervals. The portfolio, mailed 
at the beginning of the campaign, out- 
lined clearly the rules and regulations 
governing participation in the ‘Prize 
Parade.” Pages were devoted to ex- 
planations and samples of tested sales 
aids such as window displays, direct 
mail literature and outstanding ideas 
of leaders in the 1937 campaign. 
Ways and means of coordinating these 
sales helps were outlined. 

As each mailing went out to gas 
company salesmen or their wives, 
copies were mailed to the sales man- 
ager. These copies kept him in inti- 
mate contact with the efforts being 
made to encourage Mr. Salesman, di- 
rectly and through the influence of 
Mrs. Salesman, toward renewed effort 
in the sale of gas water heaters. 

The last paragraph serves as an in- 
troduction to the 3,700 gas company 
salesmen registered in the 1938 Prize 
Parade. 


Stronger efforts than ever before 


have and are being made to stimulate 
the gas water heater salesman to in- 
creased sales activities. The “Prize 


By R. E. Wiitiiams 


Chairman, A.G.A. Water Heating 
Committee 


Parade” Catalog contains attractive 
pictures of the merchandise prizes 
available, designed to catch the eye of 
the Mrs., as well as the salesman him- 
self. Realizing that the wife is an 
extremely important factor in the suc- 
cess or failure of his efforts, two color- 
ful mailings were scheduled and have 
been completed directly to her. 

The first, in booklet form, con- 
tained valuable suggestions to aid the 
wife in being of real assistance. ‘‘Sell 
to the people who sell to you,” was 
offered as a practical suggestion. As 
buyer for the home and family, the 
salesman’s wife constitutes an im- 
portant customer of the merchants in 
her locality. Here, it was pointed out, 
were excellent prospects, willing to 
listen attentively to her explanation 
of the “Prize Parade’’ and what it 
meant to her husband. 


Prizes Emphasized 
The second mailing, an illustrated 
letter, refocused her attention on the 
prizes pictured in the ‘Prize Parade” 


catalog. She was reminded that in 
buying merchandise for the campaign, 
the preferences of thousands of women 
like herself had been followed. The 
regular stocks of America’s best 
known quality manufacturers had been 
drawn upon. Many of the prizes within 
her husband’s grasp could be dupli- 
cated only in the finest stores in the 
country at very fancy prices. 

Other features of gas company par- 
ticipation in this campaign included 
the availability of special certificates 
to enable companies sponsoring local 
sales programs to tie-in with the na- 
tional campaign. These certificates, 
purchased at very low cost, would en- 
able the salesman and plumber dealer 
involved in the same sale to receive 
full credit for the sale of the same 
water heater. Thus, in territories that 
featured close plumber-dealer coopera- 
tion, the disagreeable situation of two 
men competing for a single certificate 


was remedied. Extra certificates could 
also be purchased to be given with 
regular certificates during special sales 
drives. 

At the very start of the 1938 Prize 
Parade, a remarkably complete list of 
plumber dealers was compiled. Some 
28,500 of these dealers received the 
first broadside, announcing that a new 
and complete gas water heater cam- 
paign was getting under way. Rich in 
rewards and flexible, it presented 
an unparalleled opportunity for the 
plumber dealer to increase his sales. 
Rules and regulations concerning his 
participation in the campaign and the 
redemption of his prize parade certifi- 
cates were clearly outlined. Shortly 
after he had received the announce- 
ment, the ‘Prize Parade’ catalog ar- 
rived in the mail. As in the case of the 
gas company salesman, the hundreds 
of prizes pictured therein, stimulated 
increased sales efforts. It is evident, 
too, that the catalog found its way into 
the family and resulted in increased 
activity on the part of the wife to fur- 
ther installations of gas water heaters. 
At regular intervals thereafter, “jumbo” 
mailing cards have been circulated to 
the complete mailing list. Each served 
to keep the plumber-dealer’s attention 
riveted. on the campaign, would re- 
mind him again of the prizes avail- 
able and would serve to prevent any 
let-down in his sales work. 


Plumber-Dealer Appeal 


With the possibility in mind that 
there existed many plumber dealers 
who had not been reached through the 
mailing list an announcement of the 
Prize Parade appeared in the January 
and February issues of Plumbing and 
Heating News. Coupons that could be 
detached and mailed into the head- 
quarters of the sales committee made it 
possible for plumber-dealers who had 
not as yet been contacted to receive 
complete information and literature 
on the campaign. 

The purpose of this advertising was 
fully realized when it is considered 
that over two thousand coupons and 
inquiries have been received requesting 
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information on the campaign. All 
these plumber-dealers felt that they 
were missing something that would 
prove extremely valuable to them. In- 
creased sales meant increased profits 
and commissions and the thought of 
a rich prize waiting to reward their 
efforts further intensified the desire to 
get into the spirit of the campaign. 

An exhibit was arranged for the 
National Association of Master Plumb- 
ers Convention in Cleveland, that was 
entirely devoted to the features of 
the Prize Parade and the unquestioned 
advantages of water heating by gas. 
Promotional literature used in the cam- 
paign was displayed at the exhibit and 
sufficient copies were made available 
for distribution that would cover any 
plumber-dealer in attendance, who had 
not by any chance received his in- 
formation and material. The spirit of 
the whole campaign has been talked 
up on a wide front. Hundreds of re- 
quests pour in every month for copies 
of the catalog and the prizes that 
their certificates will redeem. 

All literature pertaining to plumber- 
dealer participation in the campaign is 
mailed out to enable them to familiar- 


ize themselves with rules and purposes 
of the campaign with as little delay 
as is possible. 


Cooperative Sales Effort 

Gas companies cooperating closely 
with dealers in their territories have 
called group meetings of their plumber 
dealers and have outlined the details 
of the campaign. Every effort has been 
made to inspire cooperation and co- 
ordination between the gas company 
salesmen and the plumber-dealer oper- 
ating in the same territory. Many gas 
companies have purchased additional 
certificates to inspire and increase this 
cooperative sales effort for the mutual 
benefit of their salesmen and the deal- 
ers. Executives of many companies 
and members of the water heating 
committee of the American Gas Asso- 
ciation have traveled extensively, ad- 
dressing various groups, playing up 
the purpose of this campaign and the 
superiority of water heating by gas. 

The thirty sponsor manufacturers of 
the 1938 Automatic Gas Water Heater 
Prize Parade have thrown the full 
weight of their advertising and sales 
promotional campaigns behind the 
campaign. Representatives of these 


companies have not missed an oppor- 
tunity to use the campaign as their 
theme when called upon to address 
gatherings of gas company executives 
or meetings of plumber-dealers. These 
representatives have canvassed their 
territories thoroughly to cover the 
needs of every plumber-dealer con- 
tacted. If by any chance, one is dis- 
covered who is not sufficiently in- 
formed as to the conduct of the 
campaign, an immediate request is 
made that this plumber-dealer receive 
copies of all literature mailed up to 
that date and be placed on the mailing 
list for all future material. 


Tie-in Campaigns 

Tie-in campaigns are being con- 
ducted by gas water heater manufac- 
turers in various localities, furnishing 
additional incentive and reward to en- 
terprising plumber-dealers. Innumer- 
able “dealer advertising helps’ are 
being furnished, aiding him in pub- 
licizing his gas water heaters and the 
benefits in cleanliness, efficiency and 
economy to be derived from their use. 
Dealers are being encouraged to ad- 
vertise extensively in their local pa- 
pers the advantages of gas for water 
heating. Gas companies are being en- 
couraged to advertise concerning the 
benefits of gas water heating. A tie-in 
with the national Prize Parade was sug- 
gested and has been followed in many 
territories. Sales statistics prove that 
this fine cooperation is bringing excel- 
lent results. 

Every possible effort has been made 
to organize and promote the 1938 
Automatic Gas Water Heater Prize 
Parade on a well coordinated and 
smoothly functioning basis. Experi- 
ences of previous campaigns have made 
it possible to pick out and eliminate 
flaws that hindered complete coopera- 
tion in the past. An intention of com- 
plete flexibility in the 1938 campaign, 
set up as a goal during the formative 
period, has been realized to a truly 
remarkable degree. It is not a con- 
test in the sense that there is direct 
competition between plumber-dealers 
in various territories or salesmen of 
widely separated gas companies. 

A participant is only his own com- 
petitor. His sales results are moti- 
vated not by a desire to top the sales 
of some one who is a complete 
stranger to him, but only to reward 
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himself with a rich prize that is his 
if he is willing to work for it. Special 
certificates eliminate any possible con- 
flict between a salesman and a plumber 
dealer directly concerned with the sale 
and installation of the same gas water 
heaters. Tags with certificates attached, 
in the 50-point and 25-point denomi- 
nations, are furnished with every gas 
water heater sold since January 1, 
1938, by any one of the 30 sponsor 
manufacturers of the Prize Parade. In- 
structions for redemption are clearly 
outlined in the promotional material 
issued to participants in the campaign. 

Plumber-dealers and gas company 
salesmen are already obtaining in great 
numbers, prizes listed in the catalog. 
They are not prizes requiring a small 
number of points, by any means. 
Many of the articles, requiring the 
higher point totals in the catalog are 
being redeemed daily. Many prize 
winners have repeated not once or 
twice, but four times. The volume of 
prize redemption orders being received 
is increasing daily. This number does 
not consider the salesmen who are ac- 
cumulating their certificates with the 
idea in mind of redeeming nearer the 
end of the campaign for prizes requir- 
ing higher point totals in the catalog. 


Contest Ends Oct. 31 


There still remain several months 
that can be made extremely productive 
and lucrative before the campaign ter- 
minates on October 31. Additional 
mailings are scheduled that will sus- 
tain present interest and increase ac- 
tivity on the part of every participant. 
Every sale made is one more addition 
to the growing list of certificates held 
by gas company salesmen and plumber- 
dealers. Sponsor manufacturer and gas 
company promotion and cooperation 
will not falter. Their entire strength 
is behind this campaign until its very 
finish. The rewards are waiting at the 
end of the trail for every entrant in 
the 1938 Automatic Gas Water Heater 
Prize Parade. Their success rests en- 
tirely upon their own individual ef- 
forts. 


Acetylene Gas from Natural Gas 
Experiments in the chemical engineer- 
ing laboratory at the University of Texas, 
Austin, with a view to converting natural 
gas into acetylene gas are nearing success, 
according to a preliminary report. 
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The Mystery Chef Gets Results 


N a recent is- 
| sue of the 
New York Her- 
ald Tribune ap- 
peared one of 
Mr. Sokolsky’s ar- 
ticles entitled “I 
Want To Be Pres- 
ident.” In this ar- 
ticle he discussed 
the changing 
trend in the am- 
bition of boys in their teens. 

Twenty years ago, Mr. Sokolsky 
commented, every native boy had the 
desire to be President of the United 
States. If not President, there were 
still 48 Governors, other elective and 
official positions. He pointed out that 
recently he asked five boys what their 
ambition was. Three of them had 
none; one wanted to be a radio an- 
nouncer and the other, a son of a 
former well-to-do merchant who had 


A, M. Apmann 


lost most of his worldly possessions, 
wanted security in his daily life. 


Changing Our Desires 


On the basis of these observations 
“Old Sok” pointed out that the al- 
tered living conditions as we know 
them had completely changed our en- 
tire ambitions and desires. His analy- 
sis may be true, but the age at which 
he questioned the boys is before the 
age at which certain other influences 
enter their lives which materially 
change their future existence. 

Had he asked five girls of the same 
age he would have found quite dif- 
ferent answers to his questions. The 
answers would have associated matri- 
mony with modern home conven- 
iences through newer appliances. 

Duririg the past two or three years 
I have been closely watching home 
Service demonstrations and the re- 
sults of the broadcasts of The Mystery 
Chef. There is an intense interest in 
home service demonstrations. There is 


even a greater interest in the bi- . 


weekly broadcasts of our distinguished 
radio artist. When a few of the broad- 
casts are analyzed you will find cer- 
tain outstanding features in every one. 


By A. M. APMANN 


New Business Manager, The Derby Gas 
and Electric Co., Derby, Conn. 


These features practically all come 
under the heading “I Want To Be 
President.” 

It appears to me that the thoughts 
which are carefully hidden away in 
these broadcasts are all uplift varieties. 
The type of statements that makes his 
listeners yearn for better things. For 
example, “For your next party you 
will want something to stand out 
above the crowd.” Many of the listen- 
ers have had parties only in their ac- 
tual yearning and merely have visual- 
ized what to them would be a great 
achievement of the year. Many of the 
other listeners actually give or attend 
afternoon and evening parties prac- 
tically continuously. Any innovation 
which will give those listeners a round 
of acclamation from their friends is 
very worthwhile. Consequently, this 
single phrase links alike the scrub 
woman and the Colonel’s lady. 


Sincerity Important 

Another factor of great importance 
is the sincerity of word and purpose 
which are so thoroughly woven in each 
sentence that the listener cannot fail 
to be convinced that here is the ulti- 
mate in cooking perfection. The lis- 
tener need only to try a few of the 
recipes and she is convinced that the 
results are as claimed during the 15- 
minute period. I am one of those who 
have tried the recipes and have gotten 
myself into the habit of regularly pre- 
paring certain recipes to satisfy our 
own family desires. 

From the statistical standpoint much 
can be said of the value of these broad- 
casts. It is possible that we could 
analyze our sales per customer and 
show how these have increased, prob- 
ably because of the sponsorship of 
the broadcasts. When the analysis has 
been completed there still will be 
loop holes for other versions of the 
final data. It is, however, well known 
from discussions which I have had 


with market men that the sale of fish 
fillets, when mentioned by the Mys- 
tery Chef, has increased over what it 
previously was both proportionally 
and actually. The method of cooking 
these fillets calls for the use of the 
oven. Greater use of the oven is what 
we all have been desiring for a num- 
ber of years. It is merely necessary to 
try this recipe to continue to use it 
week in and week out. This is only 
one of the many ways the domestic 
cooking load is being maintained. 


Amazing Results 


But beyond this is actual statistical 
proof of the value of these broadcasts. 
For example, receiving a return of 1% 
of our meters from a single broadcast. 
This actually occurred on one of the 
January broadcasts of this year when 
the $4 menu for four people was ad- 
vocated. As a result of a simple re- 
quest 1% of our customers wrote to 
their station asking for this menu. Of 
the listeners it probably represented 
better than 10% of our customers. 
Imagine on top of this having three 
personal demonstrations by the Mys- 
tery Chef at which over 12% of our 
customers were present. In another 
smaller property of less than 3,000 
meters an attendance of about 18% 
of our customers was found to be still 
unsatisfied with the demonstration at 
the end of the two-hour period and 
clamored for more. 

The Mystery Chef forms a part of 
our important promotional activity 
which cannot be filled in any other 
way. We have our local advertising 
carried out by billboard, direct mail, 
newspaper advertising or spot radio 
announcements, but it is the funda- 
mental of selling programs that an im- 
portant background coverage must be 
provided to create prestige for the 
entire program. This is carried out by 
the radio in the homes of so many of 
our customers. 

It is easy to see how this program 
gets into the home and betters the gen- 
eral standard of living. It is easy to 
see that the sincerity of purpose and 
the general uplift creates a new feel- 








310 AMERICAN GAS ASSOCIATION MONTHLY 


ing of desire to increase the use of gas 
for cooking purposes. There is a cer- 
tainty that much of the benefit which 
has accrued to our company through 
the last few years has come from very 
simple straightforward statements that 
bring about a desire for better home 
appliances and food. 


Corrosion Specimens on 
Exhibition 
ANUFACTURERS and users of pipe 
material and protective coatings will 
be interested to learn of an exhibit which 


has been arranged in the Industrial Build- 
ing at the National Bureau of Standards, 


Department of Commerce, to show the ef- 
fect of corrosive soils on specimens of 
pipe and protective materials. 

K. H. Logan, who is in charge of this 
work at the Bureau, explains that most of 
the specimens have been buried for four 
years in fifteen soils differing widely in 
their characteristics. These samples of pipe 
include several varieties of ferrous materials 
as well as copper, brass, and bronze. Sol- 
dered and brazed joints, protective ma- 
terials, and pipe made of a composition of 
cement and asbestos are also represented. 

Those wishing to examine the specimens 
should get in touch with Mr. Logan, Room 
207, East Building, National Bureau of 
Standards, Washington, D. C. 

Reports on these specimens have been 
made from time to time by Dr. Scott 
Ewing, research associate of the American 
Gas Association at the Bureau of Standards. 





Dr. Drinker Presents New Study 
of Carbon Monoxide Asphyxia 


R. CECIL K. 
DRINKER, 
professor of physi- 
ology and dean of 
the School of Pub- 
lic Health, Harvard 
University, is author 
of a comprehensive 
book on “Carbon 
Monoxide As- 
phyxia.” Published 
by the Oxford Uni- 
versity Press, 114 
Fifth Ave., New 
York, N. Y., it is 
written primarily for men and women who 
have practical concern with the problems 
of carbon monoxide asphyxia. 

Dr. Drinker is an outstanding authority 
on this subject, having devoted years of 
study to practical phases of this problem. 
He has contributed many articles to the 
A. G. A. MonTHLY, trade and professional 
publications, and has appeared on the pro- 
gram of annual conventions of the Ameri- 
can Gas Association. 

The chief purpose of the book, as stated 
by the author, is “to supply information 
to individuals working in fields of indus- 
try in which carbon monoxide is a lively 
problem, men who—as the author knows 
through years of association—need and will 
use a monograph dealing with the sub- 
ject as it exists in our modern world, and 
as it has to be met.” It is a presentation 
combining the detached point of view of 
the medical investigator with the more 
utilitarian outlook of the man who has a 
carbon monoxide hazard to face in his in- 
dustry. 

“Our concern,” Dr. Drinker writes, “‘is 
to see how the problems of carbon monox- 
ide, looked at from all sides, may best be 


Dr. Cecil K. Drinker 


met. There would, no doubt, be some 
40,000 fewer deaths per year in the United 
States if automobiles were prohibited and 
we went back to the horse-drawn age. But 
with carbon monoxide, as with automobiles, 
wholesale restrictive measures are not the 
answer to the question. The use of gas, 
of gasoline, of oil, and of coal are part 
of the daily life of well-nigh the whole 
world; and carbon monoxide is the com- 
panion of the use of all of these. But 
not the companion of the proper use. 

“Engineers, men interested in certain 
problems of insurance, men handling com- 
pensation for accidents, safety directors and 
teachers of safety, lawyers, employees of 
utility companies, many plant physicians, 
all are concerned with the carbon monoxide 
problem.” 

“No one who has seen what carbon 
monoxide can do has any desire to mini- 
mize the possible effects of this dangerous 
by-product of some of our great modern 
conveniences,” Dr. Drinker continues. 
“But, as in the case of other dangerous 
instruments, it is our task to learn to 
control the danger, not to abandon use of 
the instrument.” 

Scope of the book may be gathered from 
the chapter headings which are as follows: 
Chapter 1—Respiratory Physiology and 
Biochemistry of Carbon Monoxide Asphyxia. 
Chapter 2—Acute Poisoning by CO and 
the Problem of the After-Effects of CO 
Asphyxia. Chapter 3—What Constitutes 
Harmful Exposure to CO. Chapter 4— 
Some Statistics on CO Asphyxia and Com- 
mon Sources of CO. Chapter 5—The Pa- 
thology of CO Asphyxia. Chapter 6—The 
Problem of Chronic Exposure to CO. 
Chapter 7—Treatment of CO Asphyxia. 
Chapter 8—Detection and Determination 
of CO in Air and the Body. 
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John N. Shannahan 
Is Dead 


OHN N. SHANNAHAN, president of 

the Northern Indiana Public Service 
Company and beloved figure in national 
business circles, died August 16. Mr. Shan- 
nahan, who headed a number of public util- 
ity companies operating chiefly in Indiana, 
had been in ill health for some time. 

He was a former director of the Chamber 
of Commerce of the United States and past 
president of the American Electric Railway 
Association. He was 66 years old and had 
spent forty years of his life in the utility 
industry. He assumed his duties as presi- 
dent of Midland United Company and chief 
executive officer of its subsidiary companies 
January 1, 1933. He went to Indianapolis 
from the presidency of the Omaha & Coun- 
cil Bluffs Street Railway Company, which 
he had rehabilitated in such an effective 
manner that he received national recom- 
mendation for his work. 

Born in Troy, N. Y., August 8, 1872, he 
was graduated from Rensselaer Polytechnic 
Institute in 1894. He was, at the time of 
his death, a director of this educational in- 
stitution. After his graduation as a civil 
engineer, he went to work for the New 
York Central & Hudson River Railroad. He 
successfully held various executive positions 
in the utility industry until, in 1912, he be- 
came vice-president and general manager of 
the Newport News & Hampton Railway 
Gas & Electric Company. He was elected 
president of that company in 1916 and te. 
mained there until he went to Omaha in 
1928. 


Rates Reduced 


RIDGEPORT Gas Light Co., Bridge- 

port, Conn., through George S. Haw- 
ley, president, has announced a reduction 
rate plan for users of gas refrigeration and 
automatic water heaters. The plan is op- 
tional but will mean a cut of 25 per cent 
in the bills of consumers using gas for re- 
frigeration, cooking and water heating. 
The change will go into effect on the 
September billings. 


Samuel Insull Dies 


AMUEL INSULL, former head of the 
$4,000,000,000 utility system which he 
created, died July 16 of a heart attack in a 
Paris subway station. He was 78 years old. 
Funeral services and interment took place 
in England, his birthplace, a week later. 
Mr. Insull’s career in America started in 
1881 when he became secretary to Thomas 
Edison. He rose rapidly and in 1892 was 
named president of the Chicago Edison 
Company. From this grew the “‘Insull Em- . 
pire.”” He was a director in 85 companies, 
chairman of 65, and president of 11. Fol- 
lowing the collapse in 1932 Mr. Insull 
spent most of his time abroad. He is sur- 
vived by his widow and son, Samuel, Jr. 
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Architects Receive A. G. A. Prizes 


More than 200 local architects attending a dinner spon- 
sored by the Southern California Gas Co. in honor of 
five Los Angeles winners 


Mrs. Lois Wilson Worley, Nor- J j Alden Becker (right) winner of 
man, Okla., receiving a $200 $1000 first prize, shown with 
check from George Frederickson, y Yukio Kako, $200 prize winner, 
vice-president, Oklahoma Natural 2 Pas * and Professor Homer B. Huntoon, 
Gas Co., for her prize-winning = 4 their instructor at the University 
design ei of Southern California 


Close-up of Prof. Huntoon, Norman R. McKee, vice- 

president, Southern. Counties Gas Co., and Frank Weiss, 

Southern California Gas Co., taken at the architects’ 
dinner 
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HEE are a few of the scenes which were enacted in many parts of the country following the awarding of $13,500 in prizes in the 

architects competition sponsored by the American Gas Association to secure the best all-gas home designs. Hundreds of architects 
competed and 27 prizes were awarded by a distinguished jury of architects and builders. Prizes were presented through local gas com- 
panies, many of whom arranged special dinners and other events in honor of the winners. 
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National Slogan To Promote Gas Heating 


HE Ameri- 

can Gas As- 
sociation and the 
Association of 
Gas Appliance 
and Equipment 
Manufacturers 
are jointly spon- 
sors for a slogan 
through which it 
is hoped to in- 
crease public ac- 
ceptance for gas heating. 

The slogan and symbol shown here 
is the vehicle which has been adopted 
as official and it is recommended that 
all utilities and manufacturers tie in 
with this effort to popularize gas heat- 
ing. Most utilities are now widely 
advertising gas heat through newspa- 
pers and direct mail. Appliance man- 
ufacturers are spending many thou- 
sands of dollars in direct mail, news- 
paper and magazine ads. There has 
been a growing realization that both 
would benefit if there could be just 
one point in common with this great 
volume of advertising. Such a con- 
necting link would serve a double pur- 
pose; it would associate all such ad- 
vertising more directly with gas and 
by the constant, uniform repetition of 
such a feature, the readers would be- 
come conscious that there is a big 
swing to Gas heating. 

This slogan used in every piece of 
manufacturer's literature and in their 
newspaper and magazine ads will as- 
sociate that manufacturer with every ad 
run by the utility on house heating 
and vice versa. 

Many eastern gas companies have 
started to use the slogan in their 
1938 advertising. In addition to using 
the cut on all newspaper and direct 
mail ads, here are some other ways 
in which it can be made effective. The 
following material has already been 
prepared in quantity and is available 
at nominal cost: 


H. P. Morehouse 


Lawn Signs 
This is one of the most effective 
ways of promoting gas heating where 


By H. P. MorEHOUSE 


Mr. Morehouse is chairman of the Sub- 
committee on a National Slogan to Pro- 
mote Gas Heating, Commercial Section, 
American Gas Association. He is also 
general air-conditioning representative of 
the Public Service Electric and Gas Com- 
pany, Newark, N. J. 





NOW IS THE TIME TO LOOK! 


Organize a one man trek to the basement and stand 
face to face with your old furnace. Doesn't its sad, 
grimy face make you want to squirm? “After all these 
faithful ie oem “ten @ letti 
me put down my load and rest my weary head? 
Please install 2 modern, inexpensive system.” 


N_TH With another heating season fast 
approaching, GAS Automatic House 
Heating is the only answer to that 


heartfelt prayer. Consult your 





An example of how the author's compan) 
is incorporating the new national slogan 
in its advertising 


new construction is beginning to use 
gas for heating. Many of the oil 
burner companies use lawn signs. But 
each sign is entirely different. There 
is no coordination in signs to impress 
anyone that “Oil” is the fuel used. 
The utility is in a particularly strong 
position here. If the same sign is used, 
no matter what manufacturer fur- 
nishes the equipment, the repetition 
of the same sign gives the impression 
of general acceptance even though 
there may be more oil than gas in- 
stallations being made in that town. 

That gas is modern for any domestic 
use is doubtless best exemplified in 
automatic heating. Here, it is the un- 
disputed last word. Gas heat in new 
construction still further puts the 
stamp of modern approval on it. 
Architects, builders, realtors and the 
house buying public, are inveterate 


visitors to model houses and new de- 
velopments. What better way then to 
get over the story that there is a 
“Swing to Gas” than to proclaim it on 
a lawn sign in front of each new gas- 
heated home. 

Builders occasionally object to lawn 
signs. However, they usually with- 
draw their objection if their name is 
placed on the sign. The lawn sign 
suggested has a plate on which the 
builder’s name can be hand lettered. 

For the replacement heating mar- 
ket the lawn sign can also be used. 
Gas company, plumber and dealer 
trucks, can carry a sign and frame with 
them and place the sign on the lawn 
while the burner, boiler, or furnace, 
is being installed. The hand-lettered 
plate would then read “Equipped by” 
instead of “Built by,” thus tying in 
the installer and furnishing him a 
selfish reason for carrying and setting 
up the sign. 

These signs are available in 20- 
gauge metal, size 40” x 28”. Metal 
frames for supporting the signs can 
also be furnished. 


Truck Signs 

The slogan in the form of a small 
sign for both gas company, plumber 
and dealer trucks, is an effective way 
of advertising gas heating. The sign 
identifies the plumber and dealer with 
gas heating and is a constant re 
minder to the plumber himself that 
he is an agent for this fuel. These 
signs may be obtained either in metal 
10” x 1114” or in decalcomanias 
es 10", 


Display Window Signs 
Metal electric signs (9” x 15” x 4”) 
and plain metal window signs (914” 


‘x 1214”) are available for window 


displays. Both of these signs feature 
the slogan. Decalcomanias are also 
available for windows. 


Gummed Labels 
Labels using the slogan in various 
sizes have been prepared in convef- 
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ient roll form and are available in any 
quantity. These stickers can be used 
on gas bills, letters or any advertising 
matter. They are in three colors and 
the sizes are 6” x 8”, 21,” x 3” and 
114” x 114”. 
Door Knob Hangers 

Hangers for enclosing small stuff- 
ers, to be hung over a door knob, are 
available with the slogan on them. It 
is suggested that these hangers be used 
either by the salesman or by the meter 
reader. The hanger can be imprinted 
with a note calling to the customer's 
attention that gas can easily be in- 
stalled in their coal furnace. This is a 
new avenue through which to put over 
the story of gas. 


Lapel Buttons 


Small metal lapel buttons with the 
slogan in colors have been prepared 
for salesmen and dealers to wear. 


Rubber Stamps 


Rubber stamps of the slogan are 
available in the following sizes: 1” x 
134”, 144” x 15%” and 144” x 2”. 


Price Tags 
Tags have been prepared with the 
slogari as the central theme. On the 
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Lawn signs such as this are available for 
Setting up where new construction is taking 
place 
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Billboard copy which strikingly proclaims the swing to heating by gas is developed in 
five colors 


reverse side is printed usual price tag 
data. 


Book Matches 


Book matches can be furnished with 
a full size slogan imprinted on the 
back and each gas company or dealer 
can have their own copy printed on 
the front. 


Pencils 
Always popular and always wel- 
come are attractive pencils. White 
pencils with the slogan imprinted in 
red are available at reasonable prices. 


Bill Boards 


One of the most striking advertis- 
ing services offered in connection with 
this slogan campaign is an attractive 
bill board. A 5-color scheme makes 
the board quite outstanding. What a 
forceful way to tell the story of gas 
heating, by having the same bill board 
copy proclaim the national swing to 
gas from the Atlantic to the Pacific. 


No coordinated effort to get mass 
acceptance of gas heating has ever 
been attempted before. Its success de- 
pends upon how wholeheartedly each 
gas company and each heating appli- 
ance manufacturer enters into this 
great effort. All who tie in with it 
will receive the benefit of every other 
participant's advertising. No one inter- 
ested in promoting gas heating can 
afford not to identify themselves with 
this national campaign to popularize 
this fast growing service. 


The Association has arranged for 
two sources of supply for the ma- 
terials mentioned above. 

The E. A. Shank Sign Co., 21 West 
54th Street, New York City, are head- 
quarters for all metal signs such as 
lawn, truck, window and decalcoma- 
nias. 

The Bryant Heater & Manufactur- 
ing Company, of Cleveland, have of- 
fered a service to the industry by 
preparing, in quantity, all of the other 
material mentioned above. This ma- 
terial carries no copy except the slogan. 

Act today to identify your company 
with this national drive to put gas 
heating in first place as a heating fuel. 


Entries Mount in A. G. A. 
Builders’ Contest 


ORE than 1100 entries have been re- 

ceived in the Builders Contest being 
conducted by the Home Appliance Plan- 
ning Bureau of the American Gas Asso- 
ciation. The entry list includes many of 
the largest and best known builders in 
this country. 

The competition is open to builders 
who, during the period from July 31, 
1937, to July 31, 1939, have completed 
the construction or modernization of one 
or more houses utilizing gas for cooking, 
water heating, refrigeration and house 
heating. Competitors have the option of 
using any type of gas-fired equipment 
which they may select. Prizes totaling 
$10,000 will be awarded to the winners. 
Details of the contest will be supplied 
upon request to the American Gas Asso- 
ciation, 420 Lexington Ave., New York 
City. 
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R. C. Downing Passes 


gaia C. DOWNING, who re- 
cently became superintendent of the 
Taunton Gas Light Co., Taunton, Mass., 
died suddenly August 7. He was 50 years 
of age. 

A graduate of the University of Wiscon- 
sin, Mr. Downing held several positions in 
the Middle West before going to Lowell, 
Mass., in 1922 as assistant superintendent 
and chief chemist of the Lowell Gas Light 
Co. He had advanced to general superin- 
tendent at Lowell before joining the Taun- 
ton Gas Light Company. 

Mr. Downing was well known in the gas 
industry where his professional ability was 
highly regarded. He was an active worker 
in the Technical Section of the American 
Gas Association, having served on both 
the Production and Chemical Committees. 
He was chairman of the Production Com- 
mittee of the New England Gas Associa- 
tion at the time of his death. 


To Reimburse Employees 
Taking Gas Course 


N advising its employees of the Ameri- 

can Gas Association prize of $50.00 to 
be given the student completing the home 
study course on natural gas offered by the 
University of Kansas from September 1, 
1938 to September 1, 1939 and attaining 
the most comprehension of the subject 


matter, the Lone Star System announced 
the reimbursement of 75 per cent of the 
cost of the course to students who com- 
plete the work within the specified time 
limit and who are still employed by the 
company at the time. A 50 per cent reim- 
bursement will be made if the course is 
completed after the specified time. 

Several other companies have offered or 
are considering the cffering of similar ar- 
rangements. The course is sponsored by 
the Association and is supervised by an 
advisory committee of eminent engineers. 

A similar prize of $50.00 was also an- 
nounced last month in connection with the 
home study course on American Gas Prac- 
tice offered by Columbia University under 
the auspices of the Association. 


Accounting Executive Dies 


URTIS S. MITCHELL, vice-president 

and controller of the Philadelphia 
Company, Pittsburgh, Pa., died July 23, 
in Washington, D. C. 

When the Philadelphia Company ac- 
quired control of the Allegheny County 
Light Company, the Consolidated Gas Com- 
pany of the City of Pittsburgh, and United 
Traction Company of Pittsburgh, Mr. 
Mitchell was appointed assistant auditor, 
and on May 1, 1900, was elected auditor 
of the Philadelphia Company and _sub- 
sidiary companies. On May 1, 1912, he was 
elected controller of these companies, and 
on January 1, 1924, a vice-president of the 
Philadelphia Company. 
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Because of his familiarity with public 
utility accountancy, Mr. Mitchell was much 
sought after by the various associations 
of the public utility industry. He was a 
member of the American Electric Railway 
Accountants’ Association (American Transit 
Association), for over thirty years, serving 
as its president in 1915, and as a member 
of the Classification of Accounts Commit- 
tee for over 15 years. 

Mr. Mitchell was also an active figure 
in the Accounting Sections of the National 
Electric Light Association and the Ameri- 
can Gas Association, as well as the Penn- 
sylvania Electric Association. 

Through his connection with these as- 
sociations, Mr. Mitchell cooperated with 
the Pennsylvania Public Service Commis- 
sion in preparing uniform systems of ac- 
counting for natural gas, manufactured gas, 
electric, steam heating, and motor vehicle 
utilities in the State of Pennsylvania. 


Undersea Pipeline 


ECAUSE of rapid destruction of 
metal by salt water conditions, offi- 
cials of the Texas Cities Gas Company, 
Galveston, recently began replacement of 
one of the company’s 8-inch lines across 
Galveston Bay to insure the Island city 
of continuous and dependable natural gas 
service. More than 8,000 feet of 8-inch 
cast iron pipe will be undersea when 
the project is completed. 
A deep sea diver and specially con- 
structed marine pipe laying barges are be- 
ing used in the work. 





This impressive photograph of the gas industry's leaders was taken at a recent conference in Chicago. Left to right are: Merrill N. Davis, 

Dean H. Mitchell, J. V. Postles, H. L. Masser, A. F. Bridge, F. X. Mettenet, H. L. Dickerson, E. H. Poe, R. W. Hendee, J. F. Rooney, 

Randall ]. LeBoeuf, James F. Pollard, T. J. Strickler, Frank H. Adams, Alexander Forward, President N. C. McGowen, Kurwin R. Boyes, 

George F. Mitchell, George S$. Hawley, Henry Obermeyer, W. E. Derwent, N. T. Sellman, C. E. Bennett, C. W’. Bennett, C. E. Gallagher, 
Hale A. Clark. H. P. J. Steinmetz, C. M. Cohn, Herman Russell 
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Personal and Otherwise 


Elected Vice-President 
of Consolidated Edison 


RUSTEES of 

Consolidated 
Edison Company of 
New York, Inc. 
elected Herbert C. 
Davidson vice-presi- 
dent and chief ac- 
counting officer and 
Howard W. Leitch 
vice-president in 
charge of electrical 
operations. The trus- 
tees elected Freder- 
ick W. Jesser secre- 
tary of the company, 
the post formerly held by Mr. Davidson, 
and they also elected John H. Aiken, gen- 
eral commercial manager, an assistant vice- 
president. 

Mr. Davidson, who has been secretary of 
the Consolidated Edison Company since 
1924, was born in Melrose, Mass. He grad- 
uated from Harvard University in 1904. 
He has been particularly active in the work 
of the American Gas Association and served 
as chairman of the Accounting Section and 
a member of the board of directors in 1924 
and 1925. He was also chairman of the 
accounting section of the Empire State Gas 
and Electric Association. 


H. C. Davidson 


W. W. Winter Resigns 
from Atlanta Co. 


W. WIN- 

e TER, presi- 
dent of the Atlanta 
Gas Light Company, 
Atlanta, Georgia, 
and one of the most 
highly respected ex- 
ecutives in the gas 
industry, has re- 
signed to accept the 
presidency of the 
Jefferson Island Salt 
Company. Mr. Win- 
ter is succeeded at 
Atlanta by H. Carl 
Wolf, of Muncie, Ind., who resigned as 
president of the Central Indiana Gas Co. 
and the Hoosier Gas Co. Guy T. Henry, 
vice-president of the Roanoke Gas Light 
Co., Roanoke, Va., succeeds Mr. Wolf at 
Muncie. 


W. W. Winter 


Mr. Winter also resigned as president of - 


the Macon Gas Co., Georgia Public Util- 
ities Co., Florida Public Utilities Co., 
Mobile Gas Service Corp., and Mississippi 
Public Service Company. In his new posi- 
tion he also becomes executive vice-presi- 


dent and general manager of the Jefferson 
Island Salt Mining Co., Jefferson Island, La. 

Resignation of Mr. Winter is considered 
a real loss to the gas industry. For the past 
two years he has served as vice-chairman of 
the Committee to Conduct National Adver- 
tising of the American Gas Association. In 
that capacity he has been a leader in the 
cause of cooperative national advertising 
and has been a consistent advocate of the 
adoption of more aggressive sales methods 
by the gas industry. 

L. C. Bradley, president of Consolidated 
Electric and Gas Co. and vice-president of 
Stone and Webster Service Corp., under 
which Atlanta Gas Light Co. is an operat- 
ing subsidiary, said the “resignation of Mr. 
Winter was accepted with deepest regret.” 
He added that Mr. Winter was considered 
one of the utility’s “most valuable men.” 


Rooney Named General 
Commercial Manager 


OSEPH F. 

ROONEY was 
appointed general 
commercial manager 
of Consolidated Ed- 
ison Company of 
New York, Inc., on 
August 1. Mr. 
Rooney, whe has 
been assistant gen- 
eral commercial 
manager, succeeds 
J. H. Aiken, who 
was made an assist- 
ant vice-president of 


J. F. Rooney 


the company. 

Mr. Rooney joined the Consolidated Ed- 
ison Company as an office boy in 1914. 
Two years later he became a stenographer 
in the office of Vice-President R. A. Carter, 
of the former Consolidated Gas Company. 
In 1917, he was transferred to the purchas- 
ing department as a clerk. Three years 
later, he became secretary to the controller 
of the company and, in the following year, 
secretary to the assistant treasurer. In 1923, 
he returned to Vice-President Carter's office 
as an office assistant. In 1925, he was made 
assistant statistician, statistical department, 
and in August of that same year became 
assistant to Vice-President O. H. Fogg, 
who was in charge of commercial relations 
for the gas company. In July, 1936, fol- 
lowing the merger of the New York Edison 
and the Consolidated Gas Companies, he was 
appointed assistant general commercial 
manager. 

Mr. Rooney has been active in the Amer- 
ican Gas Association where he served sev- 
eral years on the Rate Structure Committee, 
and was later assistant treasurer and then 
treasurer. 


American Meter Company 
Service Records 


EMBERS of the present management 

and sales personnel of American 
Meter Company, who can pride themselves 
on many years of continuous service with 
this organization, 
are extending con- 
gratulations during 
1938 to three associ- 
ates in particular. 

A. E. Norton, 
manager of the 
Nathaniel Tufts Me- 
ter Works of Ameri- 
can Meter Company 
in Boston, and a 
member of the 
Board of Directors, 
first joined the com- 
pany on July 1, 
1898. His forty ac- 
tive years of contin- 
uous service with the company have brought 
the satisfaction of success and of numerous 
friendships in the 
industry. 

W. H. Kaiser, 
joining Metric Me- 
ter Works, Erie, Pa., 
in 1898, became 
foreman of that 
American Meter 
Company plant in 
1904, master me- 
chanic in 1916 and 
Superintendent in 
1926. He has con- 
tinued with great 
success in this office, 
having supervised 
the purchase and 
design of precision machine tools, punches, 
dies, jigs and fixtures which are a feature 
of the operations at 
the Erie plant. 

Norton McKean, 
who joined the Bos- 
ton plant on July 
14, 1913, completes 
a quarter century of 
affiliation with 
American Meter 
Company. He be- 
came assistant man- 
ager of D. McDon- 
ald & Co. Works in 
Albany in 1925, 
manager in 1928, a 
member of the 
Board of Directors 
in 1932, general superintendent in 1936, 
and vice-president in 1937. His thorough 
training in all phases of the business, his 
executive ability and leadership have made 
his services an asset of inestimable value 
to the organization. 


A. E. Norton 


W. H. Kaiser 


Norton McKean 
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George Rector To Be 
World’s Fair Host 


EORGE REC- 

TOR, known 
to three genera- 
tions of epicures as 
a world-famous au- 
thority on the prep- 
aration and serv- 
ing of food, will 
be the official host 
at the gas indus- 
try’s ‘“‘Court of 
Flame” exhibit at 
the forthcoming 
New York 1939 
World's Fair, Hugh 
H. Cuthrell, president of Gas Exhibits, 
Inc., has announced. 

Mr. Rector will greet visitors to the 
gas industry's exhibit where will be dra- 
matically portrayed the important part 
that this industry and its fuel play in 
the life and growth of the nation. In 
the modernistic auditorium seating sev- 
eral hundred people, Mr. Rector will 
demonstrate the “how” of cooking de- 
licious dishes tempting to any gourmet. 

Mr. Rector, often referred to as 
“America’s king of the culinary art,” 
is known to millions as a radio com- 
mentator, writer, lecturer and master of 
the fine art of eating well. He will be a 
most genial host to those from all parts 
of the world who will visit next year’s 
international exposition. 


George Rector 


Neuner Succeeds Bay 
in Panhandle Post 


J. NEUNER, of Kansas City, Mo., 

e vice-president and counsel of Pan- 
handle Eastern Pipe Line Co., was elected 
to the position of vice-president in charge 
of operations by the board of directors at 
a meeting on July 20. Mr. Neuner suc- 
ceeds Burt R. Bay, who recently resigned 
to accept a position as director and exec- 
utive vice-president of Northern Natural 
Gas Co. He assumed his new duties on 
August 1. 

Mr. Neuner has been actively identified 
with the oil and gas industry for more 
than 20 years. From 1916 until 1926, he 
was associated in various capacities with 
subsidiaries of Cities Service Co. at Bar- 
tlesville, Okla. In 1926 he joined the 
organization of Barnsdall Oil Co., of 
Tulsa, serving in the capacity of assistant 
chief counsel. He has been with Pan- 
handle Eastern Pipe Line Co. as counsel 
since early in 1931. 

It was while Mr. Neuner was employed 
as assistant secretary of the Empire Gas 
& Fuel group of companies in the early 
twenties that he took up the study of law 
under the guidance of the late Judge 
H. O. Caster. He was admitted to the bar 
of the supreme court of Oklahoma in 
1922 and subsequently to the supreme 


court of Missouri, the Supreme Court of 
the United States, and various inter- 
mediate federal courts. In recent years 
his duties have been both legal and exec- 
utive in nature. 


Higgins Honored 


APTAIN A. E. HIGGINS, vice-presi- 

dent of Pittsburgh Equitable Meter 
Co., and formerly secretary of the Nat- 
ural Gas Department of the American 
Gas Association, recently was presented 
with an honorary degree by the Texas 
College of Arts and Industries, Kings- 
ville, Texas, for his part in organizing 
the college’s natural gas engineering 
course. Captain Higgins, who was chair- 
man of the committee that planned the 
course of study, also received a gold key 
as a symbol of recognition and apprecia- 
tion. 


Executives To Inspect 
World’s Fair 


FFICERS and members of the boards 

of directors of the American Gas As- 
sociation, the Association of Gas Appliance 
and Equipment Manufacturers, and of Gas 
Exhibits, Inc., will participate in a tour of 
inspection of the New York 1939 World's 
Fair on Thursday, September 8. The tour 
will follow a luncheon to be given at the 
Fair's Terrace Club by Gas Exhibits, Inc., 
the non-profit, cooperative organization 
conducting the gas industry’s extensive 
participation in next year’s exposition. 

In addition to the utility executives and 
manufacturers represented on the various 
boards, officials of New York World’s Fair 
1939, Inc., and others devoting time and 
effort to the bringing about of the forth- 
coming Fair will be present at the luncheon 
and take part in the tour. Hugh H. Cuth- 
rell, president of Gas Exhibits, Inc., will 
welcome the guests and will introduce the 
few speakers at the luncheon. 


Gas Measurement Course 
in West Virginia 


REATION of a three-day course Au- 

gust 22-24 at the University of West 
Virginia, Morgantown, to be known as 
the Appalachian Gas Measurement Short 
Course was announced recently by 
Charles E. lawall, director of the School 
of Mines. 

Designed for gas measurement men, 
the purpose of the course as outlined in 
the program is “to provide an oppor- 
tunity for members of the industry who 
are interested in measurement and regula- 
tion of gas to obtain information on the 
proper operation and repair of equip- 
ment used for this purpose and to ac- 
quaint them with the newest develop- 
ments in this field.” 

The school is designed to serve the en- 
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tire Appalachian territory including the 
New England States, New York, New 
Jersey, Delaware, the District of Colum- 
bia, Pennsylvania, Ohio, Maryland, Ken- 
tucky, Tennessee, Virginia, North and 
South Carolina, and West Virginia. 

G. R. Spindler, a member of the School 
of Mines faculty, will serve as director 
of the course. 

Cooperating with the University in the 
program are the Public Service Com- 
mission, the Natural Gas Department of 
the American Gas Association, the West 
Virginia Oil and Natural Gas Associa- 
tion, and public utilities in West Vir- 
ginia and surrounding states. 


Fred A. Miller 
Is Dead 


RED A. MIL- 

LER, who 
served for thirty- 
five years with the 
S. R. Dresser Man- 
ufacturing Co., 
Bradford, Pa., and 
whose retirement 
was announced in 
the July-August is- 
sue of the MONTHLY, 
died suddenly Au- 
gust 22. He was 
held in the highest 
esteem by the en- 
tire gas industry. Upon his retirement, 
he was elected honorary chairman of the 
board of directors of the Dresser Com- 
pany. 

In 1905, when the S. R. Dresser Manu- 
facturing Co. was first incorporated, Mr. 
Miller became secretary-treasurer. Solo- 
mon R. Dresser, founder of the company 
in 1880, was president. Since that time, 
Mr. Miller has witnessed and played an 
important part in the tremendous growth 
of the gas industry in this country. 

Following Mr. Dresser’s death in 1911, 
Mr. Miller became president and served 
in that capacity for eighteen years until 
1929, when he was elevated to chairman 
of the board of directors. 

During his long and outstanding asso- 
ciation with the gas industry, where he is 
and has been widely known for years, 
Mr. Miller served as president of the 
Natural Gas Supply Men’s Association 
until its afhliation with the American 
Gas Association. He later became a di- 
rector of A. G. A. 


Fred A. Miller 


Heads Geology Department 

The Board of Governors of West Vit- 
ginia University has announced the ap-_ 
pointment of Paul H. Price, State geologist 
and associate professor, to professor and 
head of the department of geology. Dr. 
Price will continue to serve as State geolo- 
gist. 
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Afhliated Association Activities 


Empire State Gas and 


Electric Association 


AKE PLACID CLUB will be the scene 

of the thirty-third annual convention 
of the Empire State Gas and Electric As- 
sociation September 15 and 16. 

A splendid program will include out- 
standing speakers on subjects of Safety, 
Uniform System of Accounts, Taxation, 
Finance, Farm Electrification, Regulation 
and Gas Industry Problems. 

Among those who will speak will be 
Alexander Forward, managing director of 
the American Gas Association, who will 
give a message of importance from the 
American Gas Association. Vice-President 
Walter C. Beckjord of the American Gas 
Association will discuss Gas Industry Prob- 
lems. W. C. Kellogg, president of the 
Edison Electric Institute will speak on prob- 
lems of the Electrical Industry. 

Business sessions are planned for the 
morning periods with the afternoon given 
up to a golf tournament for men and 
boating, tennis, and putting for the women, 
with a dinner dance and floor show in the 
evenings. 


Maryland Utilities 


Association 


HE Fall convention of the Maryland 

Utilities Association will be held at 
the George Washington Hotel, Ocean City, 
Md., on Friday and Saturday, September 9 
and 10. Combined meetings of the gas, 
electric and transportation groups will be 
held the morning of September 10. En- 
tertainment has been arranged for the after- 
noon, followed by an evening program 
similar to that of previous years. 


Wisconsin Utilities 


Association 


NFORMAL roundtable sessions will be 

a feature of the convention of the ac- 
counting section of the Wisconsin Utilities 
Association which takes place September 23 
and 24 at-Lawsonia. Chairman J. J. Feeney 
expects this innovation to prove highly 
profitable to delegates as it will permit 
analysis of problems by specialists. 

The first morning session will include ad- 
dresses by Bruno Rahn, president of .the 
Association, Samuel Hartt, who will speak 
on determination of original costs, and a 


member of the Public Service Commission. - 


The afternoon meeting will be devoted to 
the roundtable conferences. Saturday morn- 
ing the chairmen of the various committees 
will make their reports and relate the high 
spots of the roundtable discussion. 


Public Relations, Credit and Collections, 
Accounting Regulation, Storeroom Practices, 
Purchasing and other subjects will be in- 
cluded on the program. 


Pacific Coast Gas 


Association 


LANS for the forty-fifth annual con- 

vention of the Pacific Coast Gas As- 
sociation, to be held in Santa Barbara, 
Calif., Sept. 14-16, were completed at a 
recent luncheon meeting of the Conven- 
tion Committee. Headquarters of the con- 
vention will be the beautiful Santa Bar- 
bara Biltmore Hotel. 

Three general sessions are included on 
the program which is one of the most 
comprehensive yet attempted by the As- 
sociation. Many prominent speakers, both 
from the gas industry and allied fields, 
will address the delegates. The mornings 
will be devoted to general sessions and 
the afternoons have been reserved for dis- 
cussion of specific problems of various 
departments of the industry. It is planned 
to provide dancing and other entertain- 
ment for the first two evenings during 
the convention. 


The following members of the Con- 
vention Committee were present at the 
meeting: George W. Smith, general chair- 
man; Clifford Johnstone, managing direc- 
tor of the P.C.G.A.; A. R. Combs, 
Property Committee; George Finley, Golf 
Committee; W. W. Fitkin, Entertainment 
Committee; J. C. Gilbert, Attendance and 
Reception Committee; R. W. Gregory, 
Transportation Committee; E. B. Hanmer, 
Banquet Committee; P. E. Kling, Regis- 
tration Committee; C. H. Potter, Hotel 
Accommodations; J. T. van Rensselaer, 
acting for Homer Laughlin, Jr.; and Otto 
C. Mauthe, Advertising and Publicity 
Committees. 


Public Utilities Association 
of West Virginia 


HE twentieth annual convention of the 

Public Utilities Association of West 
Virginia will be held at The Greenbrier 
Hotel, White Sulphur Springs, Friday and 
Saturday, September 30 and October 1. 

J. K. Buchanan, president of the Associ- 
ation, has appointed the following Com- 
mittee on Program and Entertainment: W. 
A. Buchanan, D. E. Stultz, T. J. Blair, Jr., 
J. C. Smith, A. J. Darrah and A. Bliss Mc- 
Crum. 
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American Chemical Society 
Stevens Hotel, Milwaukee, Wis. 
Maryland Utilities Association 
George Washington Hotel, Ocean 
City, Md 
Pacific Coast Gas Association 
Santa Barbara Biltmore Hotel, Santa 
Barbara, Calif. 
Empire State Gas & Electric Association 
So Club, Lake Placid, 


Wisconsin Utilities Association—Trans- 
portation Section 
Lawsonia, Green Lake, Wis. 
American Trade Association Executives 
William Penn Hotel, Pittsburgh, Pa. 
Wisconsin Utilities Association—Ac- 
counting Section 
Lawsonia, Wis. 
26 Oklahoma Utilities Association 
Oklahoma City, Okla. 
3%0-Oct. 1 Public Utilities Association of West 
Virginia 
The Greenbrier Hotei, White Sul- 
phur Springs, W. Va. 


OCTOBER 


3-6 American Transit Association 
Royal York Hotel, Toronto, Ont. 
10-13 American Gas Association 
Atlantic City, N. J. 
10-14 National Safety Council 
Stevens Hotel, Chicago, Ill. 


17-21 National Metal Congress and Exposi- 
tion* 


Detroit, Mich. 


24-28 National Hotel Exposition* 
rand Central Palace, New York, 


NOVEMBER 


1-2 The Institution of Gas Engineers 
London, England 
Wk. 13 National Association of Railroad and 
Utilities Commissioners 
Roosevelt Hotel, New Orleans, La. 
14-18 American Petroleum Institute 
Stevens Hotel, Chicago, III. 


DECEMBER 


Exposition of Chemical Industries 
Grand _ Central Palace, New York, 


N. 


American Society of Mechanical Engi- 


neers 

Philadelphia, Pa. 
National Exposition of Power and Me- 
chanical Engineering* 

Grand Central Palace, New York, 


N. 


* Includes exhibit sponsored by A. G. A. In- 
dustrial Gas Section. 








AMERICAN GAS ASSOCIATION MONTHLY 





Book Reviews 











Gas Analysis. By A. McCulloch. Pub- 
lished by H. F. & G. Witherby, Ltd. 326 
High Holborn, W.C. 1, London, England. 

Although frankly written as a small book 
on gas analysis suitable for students taking 
laboratory courses in fuel technology, this 
new text on gas analysis would serve as 
a compact laboratory manual for gas chem- 
ists using any of the five well-known Eng- 
lish types of analytical apparatus described. 
The book covers the Bunte burette, Orsat, 
Hays, Buckley-Sinnatt, Bone and Wheeler, 
and Haldane apparatus. 

The Bone and Wheeler apparatus is 
unique in that it measures the pressure of 
a constant volume of the gas rather than 
the volume as is done in the typical Orsat 
and similar determinations. The volume 
of gas after treatment with various absorb- 
ents is exactly that of the volume of the 
gas before treatment. The removal of an 
absorbable constituent lowers the pressure 
of the gas in proportion to the quantities 
originally present. The limited informa- 
tion on the Bone and Wheeler apparatus 
available in the American texts on gas 
analysis might make this little book quite 
valuable to American readers who are in- 
terested in this method of determination. 

Additional chapters provide for mis- 
cellaneous determinations, and a_ short 
chapter is added on determining the cal- 
orific value. In the useful appendix which 
concludes the book, there is a table of gas 
combustion constants, the values of which 
are rather different than those used in 
American gas practice. The author has based 
his data on H. M. Spiers’ book “Technical 
Data on Fuel.” 

The book is 514” x 834”, 166 pages, il- 
lustrated and indexed, and is available 
for 7/6. 


—C. G. S. 


Combustion, Flames and Explosions of 
Gases. By Bernard Lewis and Guenther 
Von Elbe. Published by The University 
Press, London, England. 

Although written by American authors, 
this modern text on the physical chemis- 
try of combustion phenomena is printed as 
part of The Cambridge University Series 
of Physical Chemistry under the general 
editorship of E. K. Rideal. The present 
text attempts to coordinate and critically 
appraise the state of modern knowledge of 
the physical chemistry of the combustion 
process with particular reference to ex- 
plosion data. 

The voluminous published material avail- 
able on these subjects is far from being 
equally reliable. For example, the chem- 
istry and kinetics of oxidation of hydro- 
carbons are necessarily more subject to 
speculation than the oxidation of hydrogen 
where the phenomenon of the upper explo- 
sion limitations pointed the way to a 
unique solution of the problem of this 
reaction mechanism. Similarly, the secure 


knowledge of thermodynamic equilibrium 
furnished by band spectroscopy is in con- 
trast with imperfect knowledge of the time- 
dependence on heat capacities of certain 
di- and polyatomic molecules and its pe- 
culiar connection with gas vibrations that 
sometimes occur in explosions in closed 
vessels. The book presents a mathematical 
treatment of the chemistry and kinetics of 
the reaction between fuel gases and oxy- 
gen. 

Subsequent to the theoretical considera- 
tions, the reaction mechanisms of hydrogen 
and hydrocarbons as well as carbon mon- 
oxide are fully and carefully considered. 
The treatment of these three subjects, par- 
ticularly from the explosion combustion 
viewpoint, completes the first part of the 
book. 

In the second part, the propagation of 
flames is the central theme. This part in- 
cludes a chapter on the spherical flames, 
stationary flames, diffusion flames as well 
as the theory of the burning velocity and 
detonation. A short final section deals 
with the influence of electric fields on the 
flames. 

The diffusion flame data is largely a 
reconsideration of the Burke and Schumann 
papers which appeared in Industrial Engi- 
neering Chemistry in 1928. 

In detonation and other explosion phe- 
nomena, which are the very special field 
of the authors, Dr. Lewis and Dr. Von 
Elbe extend the unique contributions which 
we are accustomed to see at their hands. 

Part III of the book deals with the 
“State of the Burnt Gas.’ The authors 
review the underlying mathematical princi- 
ples and furnish an introduction through 
commonly used symbols and conventions 
for analyzing the thermodynamic functions 
of gases from band spectroscopy. The 
causes of departure of the actual thermo- 
dynamic equilibrium of burnt gas from 
the ideal adiabatic combustion are consid- 
ered in some detail. 

In the final chapters of the book, the 
subject matter comes closer to the ordinary 
work of the gas industry. 

A chapter is devoted to temperature and 
radiation from burnt gas and to flame tem- 
peratures, both theoretically and experi- 
mentally determined. 

Considerably valuable information on the 
internal combustion engine and the analysis 
of the Otto cycles conclude the text. Fol- 
lowing this are a series of appendices cov- 
ering fundamental data in the gas combus- 
tion field. Regrettably, most of this is given 
in the Metric System which is suitable for 
use in the equations throughout the book, 
but which makes the use of this text diff- 
cult for American workers except those 
engaged in scientific endeavor. This new 
text should certainly be in the library of 
every chemist and physicist in the gas in- 
dustry. It is a highly technical work which 
should serve as a source material for much 
valuable and useful fundamental informa- 
tion. It does not cover the same field 
which is covered by the American Gas As- 
sociation text, “Combustion.” The latter 
approaches the problem principally from 
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the point of view of utilization in every- 
day engineering. The book under review 
attempts to coordinate the more advanced 
science underlying the combustion proc- 
esses. 

The book is 514” x 834”, 415 pages, 
illustrated with many figures and charts 
and supplied with a very convenient and 
intensive index. It is available at $5.50 
per copy through the Macmillan Company 
in New York. —C. G. S. 


Welding Handbook 


HE long looked for Welding Hand- 

book of the American Welding Society 
has finally appeared. It has lost nothing 
by the delay in publication. Ambitious in 
its conception and meticulous in prepara- 
tion, this 1200-page reference book is of- 
fered to the metal industries in response 
to a demand for practicai up-to-date in- 
formation, in concise form, on the subject 
of welding. In order to best serve its 
purpose the volume has been prepared 
to cover, first, the fundamentals of the 
various processes; second, the materials 
used and the testing methods involved; and 
third, the applications thereof. The above 
treatment of the broad subject of welding 
is supplemented by ample data on metal 
cutting and a number of processes allied 
to welding and cutting. 

The aim has been to insure that state- 
ments of fact shall be accurate and the 
recommendations authoritative. To this end, 
the committee selected outstanding au- 
thorities, from those available in each field, 
as authors for the respective chapters, and 
subsequently invited at least five other au- 
thorities to review each chapter. 

Of special interest to gas men are the 
two chapters entitled respectively “Arc 
Welding of Pipe Lines’’ and “Gas Weld- 
ing of Pipe Lines.” These describe pipe 
welding technique and procedure, roll weld 
and tie-in method for solid welded lines, 
roll weld method for combination welded 
and coupled lines, stove pipe method, river 
crossings, types of pipe joints for electric 
welding, bell and spigot joint, double bell 
joints with backing up ring, plain end 
joint, etc., etc. 

Every welding engineer would do well 
to have this among his works of reference. 

The Welding Handbook may be secured 
from the American Welding Society, 33 W. 
39th Street, New York, N. Y. The price 
to non-members is $6 in the United States 
and $6.50 elsewhere. 


. Arthur D. Mackie Dies 


RTHUR D. MACKIE of Springfield, 

Ill., vice-president and general man- 

ager of the Central Illinois Light Com- 
pany, died July 19. 

Mr. Mackie started his career as an 
office boy for the Grand Rapids Gas Com- 
pany in 1888. He was made vice-president 
of the Springfield subsidiary of the Com- 
monwealth and Southern Company on Jan. 
1, 1914, serving until his death. 
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Some Basic Sources of Sound Credit Information 


REDIT is the 
name given to 
that business opera- 
tion by which de- 
livery of money, 
merchandise or other 
consideration is 
made on the prom- 
ise of future pay- 
ment. It is present 
purchasing power 
growing out of po- 
tential paying power. 
Credit is based on 
confidence; confi- 
dence in a customer's resources, ability, and 
willingness to pay. This confidence also 
extends to character and integrity, to the 
general stability of locality, and to the 
strength and world position of the govern- 
ment of the country, and the soundness of 
its finances. 


W. H. Goforth 


Character as Credit Base 


Sound character, estimated worth, volume 
of business and fixed expenses—these may 
be considered as the primary bases of credit. 
If a customer is lacking, or weak, in any one 
of these, experience alone will probably dic- 
tate to what extent such an account is de- 
sirable. It is not entirely true, however, that 
an account, lacking in any of these elements, 
is, therefore, undesirable or unsafe. 

A strong character and solidly established 
reputation are perhaps the most important 
essentials for credit extension. Honest cus- 
tomers will pay if they have the money, and 
eventually, often even if they have it not. 
Dishonest customers will seek to evade pay- 
ment whether they have the money or not. 
Location, associations, and general surround- 
ings will make some difference in the com- 
parative importance of the attributes named. 

There are broadly speaking, four sources 
of information open to the credit manager. 


1. Agency reports 

2. Exchange or clearing house trade infor- 
mation 

3. Local reports from location 

4. Information from salesmen of the sales 
department 


A composite opinion, drawn from all 
of these sources, is probably the most 
satisfactory way of passing credits. 

A credit man should get all the in- 
formation possible regarding a customer. 
Probably the first source, because of ease 


Contributed by Customer Accounting Com- 
mittee, J. A. Williams, Chairman. 


By W. H. Gororta, Sr. 


The Philadelphia Gas Works Company 


of access, is the commercial agency rat- 
ing book. The next source is the special 
report of the commercial agency. If an 
agency has no recent report on a cus- 
tomer, or gives no new information, the 
second time a client asks for a report, 
the agency should be called to account, 
for the agency subscriber is not receiving 
full value for the fee paid the agency. 

The mercantile agencies unquestion- 
ably perform a necessary function. The 
constant betterment of their service, how- 
ever, lies in the hands of those they serve 
rather than with themselves. 

Subscribers to an agency service should 
help to make agency services better by 
correcting their reports, if necessary, 
when they are compared with the supple- 
mentary information they may possess. 
This reciprocal attitude, if carried out to 
a larger extent than it apparently is, will 
greatly simplify and improve conditions 
for credit managers everywhere. 

Local associations and banks can give 
good first-hand information, but it is 
sometimes difficult to get them to express 
themselves frankly about one of their 
customers. 


Trade Reports Important 

Trade information, however, affords as 
a rule, the surest source of the tangible 
facts concerning a customer’s past credit 
relations. Good trade information sup- 
plemented by reports of salesmen. trained 
for credit observations would probably be 
a truly ideal combination for securing the 
most valuable information on which to 
base credit extension. 

Salesmen of intelligence who possess 
power of observation and analysis afford 
a most valuable source of credit informa- 
tion, particularly if the credit manager 
will train them in how to get the informa- 
tion he desires. 

However, it is not likely that even the 
best salesman will naturally be a good 
credit man, especially if he is personally 
selling the customer he is rating. But a 
salesman may unquestionably be made a 
valuable adjunct to the credit department, 
if the credit manager of a company has 
the tact to arouse a cooperative interest 
in the salesmen. 

It should be obvious that no two de- 
partments of a company should work in 


closer cooperation or more harmoniously 
than the credit and sales departments. 
The success of one department is vital to 
the success of the other, and a mutual 
sharing and enjoyment of each other's ex- 
periences and knowledge tends to the suc- 
cess of both, and hence to the profit of 
the company itself. 

No greater weakness can be pointed 
out in a credit department, probably, 
than a failure to build up cordial rela- 
tions with salesmen and to secure from 
them, and make use of, the store of first- 
hand information regarding actual facts 
and specific customer conditions which 
they possess. 

The selling force of a company makes 
the bulk of its outside contacts except for 
those contacts of a routine nature. Not 
only, therefore, from the point of view of 
making good sales, but also from the 
point of view of company reputation, it 
behooves a company to get high grade 
men as salesmen. If it is the policy of the 
company to do this, or if the credit man- 
ager will use his influence in establishing 
such a policy, the credit manager can 
easily train such salesmen for assisting 
him in his departmental work. 

Space does not permit further remarks 
being made relative to the use of sales- 
men as a means of securing credit in- 
formation, but I do desire to stress the 
point of closer and smoother coordina- 
tion between the sales and credit depart- 
ments, as I feel that more benefit can be 
derived from such an operation. 

In closing, I desire to state that the ex- 
act balance to be kept between sales and 
safety is largely a matter of company 
policy. It depends upon the class of mer- 
chandise, the class of individual custom- 
ers and the margin of profits. Some com- 
panies cannot afford to run much risk; 
others figure it will pay them to take 
chances with their eyes open, and after 
careful consideration. Losses come in tak- 
ing chances—so does volume of sales. 


Chef Likes Gas 


fF yvie wey chef at the Strand Hotel, 
London, is an enthusiast about cook- 
ing by gas. He says: “Last year put in gas 
stove. Nice and clean. When want roast 
meat and cook cakes, stove do what he 
wants; before, stove do what it wanted. 
Gas stove better; cooler and no dirt.” 





ACCOUNTING SECTION LUNCHEONS 


Through these doors 


will pass hundreds of men 


to attend the Luncheon Conferences of the Accounting Section 
at the A. G. A. Convention in October 


THEY CAN BE HELPED 


WHY? . « - SO THEY CAN BE HELPFUL In solving some of the problems of today. 
THEIR COMPANIES MAY PROFIT 


Four Luncheon Conferences will be held at the 1 
; ’ ; All gas men “‘take 
Ritz-Carlton Hotel, Atlantic City, on Wednes- their hair down” and 


day, October 12: talk frankly and in- 
formally at these con- 


: : ferences. They get the 
Customers Accounting—Under the leadership “low-down” on others’ 


of R. B. Milne, Colum- experiences; they give 
) d ‘ wise advice abou 
bia Engineering Corp. theirs. 


Customers Relations—Under the leadership of 
Irving K. Peck, Bing- 
hamton Gas Works 
Company 


Credit & Collection—Under the leadership of 
E. N. Keller, Philadel- No oe 
phia Electric Co. shar Bere. 


General Accounting—Under the leadership of 
H. L. Daibeck, Cam- 
bridge Gas Light Co. 


The Luncheon Conference Committee will greatly 
appreciate your cooperation in the purchase of tickets at 
the Registration Desk when you register for the Conven- 
tion. This will assist the Committee in locating you and 
your friends in the proper room with sufficient space for And when they go home 
comfort. They take along the facts 


So they can do more 
While the various conference leaders will be prepared in a better way and 


with many subjects to interest you, you will help them if at less cost. 
you will send to the chairman, T. S. Lever, Controller, 

The Philadelphia Gas Works Company, 1800 North 

Ninth Street, Philadelphia, Pa., any suggestions for sub- 

jects which you would like to have discussed. 
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Victors in “Make-Every-Minute-Count” 
Campaign Receive Trophies 


HE victors in the ‘Make-Every-Min- 
fps gas refrigeration selling 
contest, the sixth consecutive annual cam- 
paign of its kind to be conducted by the 
American Gas Association Refrigeration 
Committee, have been announced by H. R. 
Sterrett, 1938 chairman of the committee. 

The seventeen utilities that reached 
first place in gas refrigerator sales dur- 
ing April, May and June were notified 
on Aug. 5 that the Grandfather clocks 
offered as trophies to company winners 
would be shipped shortly to their re- 
spective destinations. The large number 
of cash awards offered to companies and 
individual winners already has been paid. 


Display at Convention 


To celebrate the victory, a Grandfather 
clock will be on display at the A. G. A. 
convention in Atlantic City in October as 
a reminder of what was done in gas re- 
frigerator selling in a year when compe- 
tition is said to have been keener perhaps 
than at any other time in the history of 
refrigerator selling. 

The Grandfather clock winners are: 


Division 1: Kings Appliance Corp., 
Brooklyn, N. Y., and The Peoples Gas 
Light and Coke Co., Chicago, III. 

Division 2: Providence Gas Co., Provi- 
dence, R. I.; Laclede Gas Light Co., St. 
Louis, and the Westchester Lighting 
Co., Mount Vernon, N. Y. 

Division 3: Florida Public Service Co., 
Orlando, Fla.; Metropolitan Edison 
Co., Easton, Pa., and Central Illinois 
Light Co., Springfield, Ill. 

Division 4: Ohio Fuel Gas Co., Colum- 
bus, Ohio, and the Kansas City Gas 
Co., Kansas City, Mo. 


Division 5: Manufacturers Light and 
Heat Co.. Bellevue, Pa.; Houston Nat- 
ural Gas Co., Houston, Tex., and the 
Atlanta Gas Light Co., Atlanta, Ga. 


Division 6: Manufacturers Light and 
Heat Co., East Liverpool, Ohio; Ohio 
Fuel Gas Co., Athens, Ohio, and the 
— Penn Gas Co., Port Allegany, 
” 


Division 7: The Durham Gas Co., Dur- 
ham, N. C. In this division, the Vit- 
ginia Gas Distribution Corp., of Staun- 
ton, Va. (Staunton, Waynesboro and 
Culpepper) received a hall clock and 
cash for being in second place, and the 
Gettysburg Gas Corporation of Gettys- 
burg, Pa., received a mantel clock and 
cash for being third winner. Cash 
awards alone were granted to the fol- 
lowing seventh division companies: 


Tex-Mex Natural Gas Co., Houston, 
Tex.; Virginia Gas Distribution Corp., 
Covington, Va. (Covington, Clifton 
Forge, Lexington and Warrenton) ; 
United Gas Corp., Houston, Tex.; 
Manufacturers Light and Heat Co., 


H. R. Sterrett, right, chairman of the Re- 

frigeration Committee, and F. E. Sellman, 

who represents the A.G.A.E.M. on the com- 

mittee, standing beside one of the Grand- 

father clocks which were sent to winners 
of the nationwide sales contest 


East Liverpool, Ohio (Chester, W. Va., 
and Wellesville, Ohio) ; Kentucky Nat- 
ural Gas Corp., Owensboro, Ky.; East- 
ern Shore Gas Corp., Pocomoke City, 
Md.; Washington County Gas Com- 
pany, Johnson City, Tenn.; United Gas 
Corp., Houston, Tex. (Nacagdoches 
District), and the Ohio Fuel Gas Co. 
(Barnesville Branch), Cambridge, Ohio. 


Companies that received Grandfather 
clocks were also the recipients of cash 
awards. 

Cash awards were granted to the home 
service departments of the trophy win- 
ning companies wherever such companies 
have regularly employed home service di- 
rectors or departments. These companies 
were: Kings Appliance Corp.; The Peo- 
ples Gas Light and Coke Co.; Providence 
Gas Co.; Laclede Gas Light Co.; West- 
chester Lighting Co.; Providence Gas 
ice Co.; Metropolitan Edison Co. (Eas- 
ton, Pa.); Central Illinois Light Co., 
Springfield, Ill.; Ohio Fuel Gas Co., Co- 


lumbus, Ohio; Kansas City Gas Co.; 
Houston Natural Gas Co.; Atlanta Gas 
Light Co.; Ohio Fuel Gas Co. (Circle- 
ville Branch), Athens, Ohio; North Penn 
Gas Co., and the Durham Gas Co. 

In addition to the monthly awards 
granted to several hundred sales employ- 
ees whose sales put them at the top dur- 
ing the campaign, grand awards consist- 
ing of handsome gold watches were made 
to twenty-three persons in the sales de- 
partments of the following companies: 
The Brooklyn Union Gas Co.; West- 
chester Lighting Co.; Florida Public Serv- 
Co.; Florida Public Service Co.; Scran- 
ton-Spring Brook Water Service Co.; 
Queensboro Gas and Electric Co., Far 
Rockaway, L. I.; Ohio Fuel Gas Co., 
Houston Natural Gas Co.; Central States 
Power and Light Corp. of Tulsa, Okla.; 
Greensboro Gas Co., of Brownsville. 
Pa.; North Penn Gas Co., Port Allegany 
Pa.; Manufacturers Light and Heat Co.; 
Mobile Gas Service Corp., and the Ken- 
tucky Natural Gas Corp. 


Employee Participation 

Sixty-six sales employees of participat- 
ing companies shared in final cash awards 
amounting to around $2,000. These final 
cash awards were bestowed on leading 
salesmen whose high records were fea- 
tures of individual gas refrigerator sell- 
ing during April, May and June. The 
final award winners were employed in 
many cases by companies already men- 
tioned in foregoing paragraphs. Other 
companies whose salespeople received 
final cash awards were: Boston Consoli- 
dated Gas Co.; Brooklyn Borough Gas 
Co.; Philadelphia Gas Works Co.; Wash- 
ington Gas Light Co.; Detroit City Gas 
Co.; Equitable Sales Co., Pittsburgh; 
Southern California Gas Co., and South- 
ern Counties Gas Co., both of Los An- 
geles. 

Commenting on the results of the cam- 
paign, Mr. Sterrett stated: 


“This has not been a particularly fa- 
vorable year for refrigerator sales, nor 
has it been that kind of a season that 
drives the prospect to an immediate de- 
cision on the purchase of a refrigerator. 
Yet, as we review the facts, I can not 
help but feel that it has been one of the 
greatest refrigeration campaigns in our 
history.” 


The ‘Make-Every-Minute-Count” cam- 
paign was conducted by the A. G. A. Re- 
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frigeration Committee and sponsored by 
Servel, Inc., through the Association of 
Gas Appliance and Equipment Manufac- 
turers. Other than Mr. Sterrett, the mem- 
bers of the committee comprise: R. O. 
Berry, Jacksonville Gas Co.; B. O. Brown, 
Servel, Inc.; Norbert O. Fratt, Seattle 
Gas Co.; A. C. Frey, Worcester Gas 
Light Co.; Guy T. Henry, Roanoke Gas 
Light Co.; Hall M. Henry, Utility Man- 
agement Corp.; W. A. Hudson, Houston 


Gas & Fuel Division of United Gas 
Corp.; W. L. Hutcheson, Manufacturers 
Light and Heat Co.; R. A. Lawder, Con- 
solidated Edison Co. of New York; F. C. 
Neuls, Brooklyn Union Gas Co.; E. G. 
Peabody, Citizens Gas and Coke Utility; 
J. A. Sackett, Kings County Lighting 
Co.; F. E. Sellman, representing the As- 
sociation of Gas Appliance and Equip- 
ment Manufacturers, and J. W. West, Jr., 
secretary. 








New Residential Sales Course 


To Be Ready This Fall 


S one of its most important sales pro- 

motional activities for the coming 
year, the American Gas Association an- 
nounces a new training course in selling 
gas service and gas appliances to residential 
customers. This new course is now being 
prepared under the supervision of a special 
committee of the Commercial Section. It 
is planned to have the course ready to start 
on November 1. Full details will be an- 
nounced early in October. 

This announcement will be good news 
to all member companies, in the light of 
the success so many obtained with the 
American Gas Association Course in Do- 
mestic Gas Salesmanship brought out some 
years ago. The new course, geared to meet 
present-day requirements, is the logical 
answer to the vastly changed conditions 
that influence the selling situation in the 
industry today. Like its predecessor, this 
will be a tailor-made job, based on facts 
about the immediate problems that con- 
tinually face gas company salesmen and 
sales executives, and presenting the meth- 
ods and procedures by which these problems 
are successfully being handled under the 
conditions now existing. 


Prepared by Trade-Ways 

This new course is being prepared by 
Trade-Ways, Inc., formerly Business Train- 
ing Corporation, the organization that 
produced the earlier course in gas salesman- 
ship. Those member companies that sub- 
scribed to the former course will remember 
its great value to their sales forces, and 
may rest assured that the forthcoming course 
will be even more specific in dealing with 
the “how” and “why” of present-day sell- 
ing. 

In discussing the new course, Hugh 
Cuthrell, chairman of the Commercial Sec- 
tion, said in part: “Good as the former 
course in Domestic Gas Salesmanship was— 
and every company that subscribed to it 
will, I believe, agree that it produced ex- 
cellent results—there is no question but 
that it is out of date. Business in general 
and the gas industry in particular have 
undergone so many changes during the 
past ten years that today we are up against 
a brand new set of sales problems, many 


of which were not in existence when the 
old course was published. Meanwhile, great 
improvements have been made in domestic 
gas appliances themselves. So we need a 
brand new course to help our members meet 
these changed conditions. 

“This is now being prepared under the 
supervision of the Commercial Section, and 
we fully expect that it will be available to 
member companies early in November. A 
definite announcement of the publication 
date, together with full details about the 
contents of the course, will go out about 
the time of the Convention. It is hoped 
that by having the course ready at this time, 
we will help many companies to increase 
their residential volume in 1939.” 
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Triple “Torture Test” for 


Gas Refrigerators 


TRIPLE “torture test,” in which the 

enamel used in finishing refrigerator 
cabinets is submitted to the pitiless rays 
of the sun along with the heat and mois- 
ture from a volume of steam at a high 
temperature all at the same time, is re- 
ported by R. S. Taylor, chief engineer of 
Servel, Inc., in charge of testing opera- 
tions at the company’s plant in Evansville, 
Ind. 

In describing this unique and unusually 
severe test intended to improve constantly 
the lasting durability of the finish used 
for the surfacing of the refrigerators man- 
ufactured by his company, Dr. Taylor 
stated: 

“We take panels painted with enamel 
and place them in a cabinet covered with 
glass. This cabinet situated on the roof of 
the laboratory is so adjusted that it exposes 
the painted panels to the sunshine for 
considerably long periods of time. At the 
same time we introduce steam into the 
cabinet in order that the enamel will be 
subjected to the multiple tortures of sun- 
shine, heat and moisture. This test gives 
us valuable information relative to the so- 
called ‘chalking’ of finishes, which is the 
development of a chalky surface appear- 
ance after prolonged service.” 


Servel, Inc., is the manufacturer of Servel 
Electrolux refrigerators which operate on 
gas in cities, and on “bottled gas’ of 
kerosene in rural areas. 





New Gas-Equipped Kitchen of Glass 


What might well be a preview of the future culinary kingdom is this gas-equipped kitchen 
built in a converted penthouse in midtown New York by the Glass Container Association 
as a laboratory of research. Large wall areas have been constructed of glass blocks, ad 
mitting diffused, glareless daylight. A modern mantleback gas range fits the scene perfectly 
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Industrial and Commercial Manufacturers’ 
National Advertising Aids Gas Sales 


TTENTION of 

the gas indus- 
try has been centered 
for several years on 
national advertising. 
It has been directed 
to the excellent ad- 
vertisements of do- 
mestic equipment 
that have appeared 
in magazines of na- 
tional circulation, 
and, of course, the 
cooperative national 
advertising of the 
American Gas Association, in both the do- 
mestic field and the industrial and commer- 
cial fields, is well known to gas men in 
general. There is one phase of national 
advertising in the gas industry, however, 
with which gas men are perhaps not so well 
acquainted. That is the advertising of in- 
dustrial and commercial gas equipment in 
trade, technical and business magazines of 
national circulation, by the manufacturers 
of such equipment. 

Many companies that manufacture cus- 
tomers’ gas utilization equipment for mills, 
factories, stores, shops, commercial kitch- 
ens and other establishments carry on 
consistent monthly advertising campaigns. 
Other manufacturers advertise on special 
occasions or when it is desired to call at- 
tention to new or special apparatus. In the 
aggregate this advertising amounts to hun- 
dreds of pages a year with a large circula- 
tion. 

This advertising can be broken up into 
many catagories or can be divided into two 
simple classes such as (a) that concentrat- 
ing on gas equipment and (b) that which 
offers equipment for use with any one of 
several fuels, or that makes no mention of 
any particular fuel. That might be called 
parallel advertising. Every trade and in- 
dustry have specialized magazines that serve 
them and circulate among the business ex- 
ecutives and also the production men. Our 
industrial and commercial manufacturers 
are taking advantage of the opportunities 
offered by these media. 


J. P. Leinroth 


Trade Papers in Every Heat-Using Industry 

Every heat-using industry has its trade 
Papers; some only one, others many. Most 
of these are of the paid subscription type 
while others have a controlled circulation; 
that is, they are sent free to selected lists. 
Some of these magazines have a very gen- 
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eral circulation among business men while 
others circulate chiefly among operating and 
technical men. 

Although every heat-using industry has 
its field, makers of gas equipment for in- 
dustrial and commercial purposes aim to 
reach certain special fields. These fields 
are already covered for the manufacturers 
by high type magazines which provide a 
selected, ready-made audience for the ad- 
vertisements of the special type of equip- 
ment to be sold. The readers of these 
journals, mostly business and technical men, 
are entirely different from the readers of 
papers with a general circulation, for they 
are directly interested in the subjects cov- 
ered. 


Advertising on Higher Plane 


Manufacturers’ industrial and commercial 
gas advertising of today is on a much higher 
plane than formerly. More care, thought 
and attention is being put into the copy 
used. As a rule this copy has all the at- 
tributes of excellent advertising and shows 
imagination and ability in its conception 
and execution. Equipment is generally pre- 
sented with pictures, text, testimonials and 
specific examples of successful installations. 
Line drawings showing the construction of 
the apparatus featured are also largely used. 

Points that are frequently brought out 
in the text include the economy theme, 
modernity, high quality, low maintenance, 
time element, better product produced, etc. 
Today's advertisements concentrate on new 
developments when possible, such as the gas 
radiant tube and the new applications it 
promotes, including decorating kilns, the 
malleable iron furnaces, etc. As soon as 
new developments such as these have been 
made the advertisers immediately take full 
advantage of their importance and publicity 
value to build advertisements around them 
and play them up to the fullest extent. 


Interesting Specific Groups 

When there is nothing new today’s ad- 
vertisements lean toward mechanical im- 
provements, improved design, high econ- 
omy, etc., such as the improved commercial 
gas ranges. Also copy is directed toward 
specific groups of men interested only in 
certain limited applications, an example of 


which is offered by the food serving in- 
dustries. Other copy ties in the gas equip- 
ment being advertised with names of na- 
tionally known hotels and restaurants, and 
prominent institutional users. 

The leading commercial gas range and 
other heavy duty gas cooking equipment 
manufacturers have a story to tell and they 
are broadcasting it to the field they cater 
to by means of their advertisements. These 
advertisements tell the public that greater 
improvements have been made in commer- 
cial gas cooking appliances in the past four 
or five years than during the preceding 20 
years. 

Manufacturers are putting across the idea 
that modern gas appliances are much faster 
in all cooking operations, are simpler to 
operate and use less gas for the same 
volume of cooking. The fact that this equip- 
ment has a much finer appearance, greater 
efficiency, is more compact in construction 
and is easier to service and maintain is also 
featured. Most of this copy consists of 
full-page advertisements, spot-lighting pic- 
tures of actual installations. These pictures 
are sounded with telling copy, well con- 
ceived and well laid out. 

Practically every factory and commercial 
establishment has need for hot water in one 
or more ways other than in the washroom. 
Manufacturers of large size gas water heat- 
ers advertise in a number of fields, espe- 
cially the commercial cooking field. They 
also advertise in media that go to dealers. 
Advertising placed by our manufacturers 
in these two fields—commercial cooking 
and water heating—almost exclusively con- 
centrates on gas. In the beauty parlor shop 
field manufacturers’ advertisements feature 
multiple hair dryers and marcel iron heaters 
that use gas exclusively. 


Advertising in the Industrial Field 


Moving into the field of industrial gas 
equipment we notice an example of parallel 
advertising. There is the copy of the makers 
of gas bake ovens who advertise extensively 
in these magazines reaching the wholesale 
baking trade. While some of this is in 
color most of it is black and white. Oc- 
casionally two-page spreads appear. 

One maker of several types of gas ovens 
recently used a two-page spread with a 
photograph in each of the four corners. 
Highlighting the upper center were two 
black circles with white letters proclaiming 
“50 years of advertising” and “58 years of 
building” respectively. The experience of 
the company and the merits of its ovens are 
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detailed in intervening copy. Page adver- 
tisements of other makers are pretty well 
divided between photographs of installa- 
tions and copy. 

In the ceramic field, where the use of gas 
has spread so widely in recent years, makers 
of kilns advertise to a large extent in maga- 
zines covering this industry. Full and 
quarter page advertisements combine pic- 
tures of actual installations with descriptive 
copy. Here again parallel advertising pre- 
dominates over that concentrating on the 
one fuel-gas. An immense amount of gas 
is sold for power purposes and some par- 
allel advertising is used by manufacturers 
of steam boilers and internal combustion 
engines. 

Parallel advertising is also used in the 
larger portion of advertisements of manu- 
facturers of furnaces used in the metals’ in- 
dustries as some of these manufacturers 
make furnaces for other fuels and energy 
as well as for gas. One gas burner and 
furnace manufacturer recently took 16 full 
pages in a single issue constituting almost 
a catalogue in itself. The first page fea- 
tured the name and seal of the company 
with its slogan at the top. Photographs of 
actual installations, with copy telling of 
the various needs this equipment fills, fea- 
tured each page. Several other companies 
advertising in the metals field do a very 
effective job in advertising straight gas 
equipment. 


Knocking a Home Run 


A recent full-page copy of another firm 
featuring gas radiant tubes shows at the 
top a photograph of a high temperature 
furnace heated with these tubes. A green 
label announcing burner tube and entry of 
this company into this field runs partly into 
the photograph. A steamer at the bottom 
gives the company name in black letters and 
text plays up gas radiant tubes for heating 
large portable furnaces for annealing sheet 
steel in steel mills. 

Another company playing up gas radiant 
tube portable furnaces took the inside cover 
of a magazine to show a pitcher and batter, 
the latter knocking a home run, on the 
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upper half of the page and a photograph of 
a long vista of these furnaces in a steel mill 
in the lower half. This illustrates another 
type of copy. Many other examples could 
be cited. 

All this goes to show that most makers 
of industrial and commercial gas equipment 
are alive to the advertising opportunities 
offered as an aid in selling their products. 
They are alive to the fact that their adver- 
tisements must be conceived and executed 
with intelligence and ability to compete 
with the mass of advertisements playing up 
other supplies and apparatus that appear in 
the same magazines. These campaigns are 
definitely bearing fruit in the form of ad- 
ditional industrial and commercial gas load. 


Shower Bath Cooks 
Hot Dogs 


RANKFURTERS cooked by giving 
them a hot shower bath! 

This unique process is the latest innova- 
tion in the factory of P. F. Rathjen and 
Sons, pork packers and sausage manufactur- 
ers, San Francisco. It is used in the pro- 
duction of the firm’s famous Exposition 
frankfurters, superseding the old method 
of boiling them in large vats. 

The shower bath cooker is a metal cab- 
inet about four and a half feet square and 
ten feet high, with a 120-gallon water 
reservoir in the bottom. Natural gas coils 
heat the water to 165 degrees and a thermo- 
stat maintains the temperature. Frankfurt- 
ers are draped upon mobile steel racks and 
run into the device in 200-pound lots. Then 
the hot water is electrically pumped to the 
top and, through eight nozzles, is sprayed 
over them for from eight to fifteen minutes, 
depending on their size. At the end of the 
cooking period they are transferred to an 
adjacent cabinet and cooled with a cold 
shower, which prevents the casings from 
shrinking. 

Fred Rathjen, manager of the concern, is 
highly enthusiastic about the process. He 
says: 





Date 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 
Sept. 


Magazine 
American Restaurant 
Bakers Helper 
Bakers Weekly 
Ceramic Industry 
Food Industries 
Hotel Management 
Heat Treating and Forging 
Industrial Heating 
Iron Age 
Metals and Alloys 
Metal Progress 
Modern Hospital 
Steel 





Industrial & Commercial Advertising for September 


The Advertising Committee of the Industrial Gas Section, J. P. Leinroth, chairman, 
announces that full-page advertisements will appear in the following trade and busi- 
ness magazines during the month of September: 


17 
3 


1 
5 
20 
10 
15 
10 
1 
1 
12 


Topic 
Gas for Commercial Cooking 
Improved Bake Ovens 
Improved Bake Ovens 
Gas in the Ceramic Industry 
Gas for Heat Processing of Foods 
Gas for Commercial Cooking 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Commercial Cooking 
Gas for Heat Treating Metals 
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“The frankfurters always cook perfectly. 
They have an excellent color and a bright, 
appetizing appearance, with never the slight- 
est trace of grease on any of them. Elimina- 
tion of the task of handling them from the 
racks to the vats and back again saves us a 
lot of time and bother. Besides, we no 
longer have to watch everything like a 
hawk, for the gas and electric units work 
faultlessly.” 


Gas Heating Gains 
in South 


AS space heating for commercial and 

industrial establishments, as well as 
for the home, is increasing in popularity 
by leaps and bounds in the cities and 
towns served by the Duke Power Com- 
pany. 

More than 100 such _ establishments 
have turned to automatically controlled 
gas heating during the past year and 
numerous others are figuring on installa- 
tions at the present time. A total of 26 
different kinds of businesses were repre- 
sented in the gas heating jobs sold last 
year. 


Herty New Industrial 


Sales Manager 


IRANK B. HERTY has been appointed 

industrial sales manager of The 
Brooklyn Union Gas Company. Mr. 
Herty, who had been supervisor of retail 
sales since April 1, 1934, succeeds Robert 
H. Staniford who resigned. 

Mr. Herty was succeded by James J. 
Deely, who had been supervisor of the 
house heating division since April, 1934. 
William B. Hewson, who had been a 
house heating supervisor, was selected to 
succeed Mr. Deely. Henry A. Diekmann, 
a retail salesman, succeeds Mr. Hewson. 


Commercial Cooking 
Appliance Drive 


RELIMINARY to a special sales cam- 
paign The Peoples Gas Light & Coke 
Co., Chicago, recently held a demonstra- 
tion of heavy duty cooking appliances in 
its Home Service Auditorium. Some 80 


* members of the Food Service Equipment 


Industry, Inc., were addressed by F. X. 
Mettenet, vice-president of the gas utility. 
The purpose of the campaign was to fe 
place all possible obsolete gas appliances 
with modern units. Chicago dealers co 
operating in this effort were Albert Pick 
Co., Inc.; The Stearnes Co.; Duparquet 
Range Co.; Alex Janows Co.; Traub-Esta- 
brooke Co.; Sam Schuham Co.; and the 
Winberg Co. 
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Revised Standards for Gas Appliances Adopted 


Including Requirements for Butane Appliances 


T a recent meeting of A.S.A. Sec- 

tional Committee, Project Z21, A. 
G. A. Approval Requirements Committee, 
revised requirements for Gas Water Heat- 
ers, Attachable Water Heating Units, 
Central Heating Gas Appliances, Flexible 
Gas Tubing and Official Marking of Ap- 
proved Appliances and Listed Accessories 
were given final endorsement. These new 
requirements become effective January 1, 
1939, and supercede at that time similar 
standards now in effect. As they contain a 
number of significant revisions, the prin- 
cipal provisions will be discussed. 


Gas Water Heaters 

The Approval Requirements for Gas Wa- 
ter Heaters and the Listing Requirements 
for Attachable Water Heating Units with- 
out Water-Carrying Parts have been ex- 
tended to permit the approval of such 
equipment for use with undiluted butane as 
well as mixtures of butane and propane. 
For some years past these standards have 
included requirements for the approval of 
water heaters and the listing of attachable 
units for use with undiluted propane and 
butane-air, in addition to the regular city 
gases. Increases during the past few years in 
the use of undiluted butane and mixtures 
of butane and propane brought a great many 
demands from the industry for the approval 
of appliances for use with these gases. At 
the instance of several interested require- 
ments subcommittees, therefore, the Lab- 
oratories undertook an investigation to de- 
termine the performance characteristics of 
various types of appliances when operating 
on butane, mixtures of butane and pro- 
pane and the relative performance of ap- 
pliances when adjusted on propane and 
operated on butane and vice versa. 

In view of the approval of revised stand- 
ards the Testing Laboratories are now in 
Position to test gas water heaters and at- 
tachable water heating units for certifica- 
tion on liquefied petroleum gases including 
both propane and butane. Manufacturers 
submitting appliances for approval under 
these new standards will, of course, be 
required to meet other provisions of the 
revised requirements which become efféc- 
tive January 1, next. 

The principal changes which have been 
made in the Approval Requirements for 
Water Heaters and the Listing Require- 
ments for Attachable Water Heating Units, 
other than those mentioned previously, in- 
volve a reduction in the allowable operat- 
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ing time of automatic devices designed to 
prevent the escape of unburned gas (safety 
pilots) from 10 min. to 5 min. In other 
words, these devices must now operate to 
turn on the main gas supply within 5 min. 
after the pilot gas supply has been ignited 
and also to turn off the main gas supply 
within the same period after the burner 
and pilot flames have been extinguished. 

In an attempt to simplify the various 
requirements wherever possible, the normal 
pressure combustion tests have been elim- 
inated in the new standards for both water 
heaters and attachable water heating units. 
Experience has shown that water heaters 
which satisfactorily comply with combus- 
tion tests at 14 normal gas pressure and 
at 1144 and 114 normal gas pressures, also 
comply with the requirements when tested 
at normal pressure. The gas rate and 
primary air adjustments are, of course, 
made at normal pressures and these ad- 
justments are not changed throughout the 
series of tests. 


New Boiler and Furnace Requirements 

Revised Standards for Central Heating 
Gas Appliances which cover house heating 
boilers, basement furnaces and floor fur- 
naces, include a number of provisions not 
covered in current requirements. Hereto- 
fore, controls supplied on approved ap- 
pliances were required to be large enough 
to pass the manufacturer’s gas input rating 
with a 500 B.t.u. 0.6 specific gravity gas. 
Under the revised requirements smaller 
controls are permitted for natural gases 
and mixed gases than those required on 
appliances for manufactured gas. Because 
of the importance of this matter and the 
savings to be effected by employing smaller 
controls for natural gas and mixed gas, the 
revisions to this portion of the require- 
ments were adopted by the interested com- 
mittees for application on and after June 
1. The performance requirements relating 
to the operation of regulators were also 
revised on this same basis. 

Normal pressure combustion tests have 
been eliminated for all central heating ap- 
pliances. On the other hand, in order to 
determine more definitely the satisfactory 
performance of draft hoods, the flue prod- 
ucts are now sampled and analyzed under 


down-draft conditions. Appliances now 
must meet the combustion requirements 
when so tested. Tests have indicated that 
the former requirement, which specified 
that appliances must not produce noticeable 
odors indicative of incomplete combustion 
under down-draft conditions, was unreliable 
since in many cases there might be incom- 
plete combustion without any odors present. 
Consequently, the committees felt that draft 
hoods should be so designed as to permit 
complete combustion under such conditions. 
This change has likewise been made in the 
draft hood requirements included in vari- 
ous other standards. 

Under the new requirements for boilers 
and furnaces, individual burner valves on 
furnaces are no longer required. Burner 
valves are still specified for house heating 
boilers under certain conditions similar to 
those called for in the current standards. 

The minimum permissible thermal ef- 
ficiencies for fan type basement furnaces 
and fan type floor furnaces have been in- 
creased 5% above that specified in the cur- 
rent standards. This change for basement 
furnaces was adopted late last year and 
made effective January 1, 1938. New 
efficiency tests have been set up for both 
basement and floor furnaces of the fan type 
under which the warm air outlet tempera- 
ture is limited between 70° F. and 100° F. 
Basement furnaces are tested under these 
conditions against a static pressure of 0.2 
in. water column imposed at the warm air 
outlet or outlets from the furnace. Floor 
furnaces, since they are connected directly 
to registers, are not subjected to the static 
pressure during the conduct of the efh- 
ciency test. 

Our requirements for fan type floor fur- 
naces have been strengthened in a number 
of other respects, including the mandatory 
use of a temperature limit control, or other 
means incorporated in the appliance to 
limit the maximum register temperature to 
350° above room temperature under all 
conditions. 


Domestic Ranges 

Revised Requirements for Domestic Gas 
Ranges applying to appliances for use with 
undiluted butane and other liquefied petro- 
leum gases were adopted recently for im- 
mediate application. Manufacturers may, 
therefore, now secure approval on appli- 
ances for liquefied petroleum gases which 
enables them to use these appliances on 
undiluted butane, propane and mixtures of 
the two. It is significant to note that ex- 
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pansion of the various requirements to 
cover approval on undiluted butane and 
mixtures of butane and propane does not 
involve any additional testing expense to 
the manufacturer. 

Due to some confusion which has arisen 
as to the extent of Laboratory approval on 
combination gas ranges, the Approval Re- 
quirements Committee at its last meeting 
adopted a requirement for immediate ap- 
plication, specifying that approved ranges 
designed for use with gas in combination 
with other fuels must bear a statement to 
the effect that the approval applies only 
to the gas section. 


Safety Vent Regulators 


During recent years there has been an 
increase in the manufacture and sale of the 
regulators equipped with automatic vent 
shut-off devices. Under certain conditions 
of installation it is difficult to provide means 
for venting regulators. This has brought 
about the development of the so-called 
safety vent regulator which eliminates the 
necessity of a vent connection. In case of 
a ruptured or leaky diaphragm the auto- 
matic shut-off device operates to close off 
the vent. With some types of regulators 
when this automatic shut-off device oper- 
ates the entire gas supply to the appliance 
is shut off. In other cases, the regulator 
valve falls to the wide open position. 

Due to requests for certification of regu- 
lators of this type, requirements were re- 
cently developed by the interested subcom- 
mittees and were approved at the last 
meeting of the Approval Requirements 
Committee for immediate application. Such 
regulators may, therefore, now be tested 
and certified. 


Flexible Gas Tubing 

The requirements for flexible gas tubing 
being the first standards developed follow- 
ing the establishment of the Testing Lab- 
oratories in 1925, were termed Approval 
Requirements. When in 1930 the Associ- 
ation undertook the development of stand- 
ards for all types of gas appliance acces- 
sories, differentiation was made in the 
terminology applying to standards for com- 
plete gas burning appliances and standards 
for accessories, the former being known as 
Approval Requirements and the latter as 
Listing Requirements. In order to bring 
the standards for flexible gas tubing in line 
with this policy, they were recently revised 
to be termed Listing rather than Approval 
requirements. Use of the Approval Seal for 
Flexible Gas Tubing, which differs from 
the standard Approval Seal somewhat, has 
been eliminated. On and after January 1, 
1939, when the new tubing standards be- 
come effective, flexible gas tubing must be 
marked with the standard Laboratory List- 
ing Symbol which consists of the letters 
A. G. A. In addition to the standard List- 
ing Symbol, of course, flexible tubing must 
carry the date of approval and the manu- 
facturer's number as assigned by the Test- 
ing Laboratories. 
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Revised Standards for Official Marking 


Up until 1931 the various approval re- 
quirements for gas appliances included 
therein specifications covering the Labora- 
tory Approval Seal and the attachment of 
this Seal to appliances. However, when the 
requirements for gas appliances were sub- 
mitted to the American Standards Associ- 
ation for approval as American Standard, it 
became necessary to eliminate such refer- 
ences. Requirements were, therefore, de- 
veloped by the Approval Requirements Com- 
mittee which are known as Requirements 
for Official Marking of Approved Gas Ap- 
pliances and Listed Accessories. These 
standards contain specifications as to the 
design of the Approval Seal and the Labora- 
tory Listing Symbol and the proper attach- 
ment of these to approved gas appliances 
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Alternate listing symbol recommended for 
use on small appliances 


and listed accessories. These standards in- 
sofar as the gas industry is concerned are a 
part of all approval and listing require- 
ments. The principal changes in the re- 
quirements for official marking, included 
in the standards which become effective 
January 1, next, are as follows: 


1. Heretofore the minimum size of the 
Laboratory Approval Seal permitted on ap- 
proved gas appliances was 1 in. in diameter 
over-all. Under the revised requirements the 
Seal may be 34 in. in diameter, providing 
it is placed on the outside front of the ap- 
pliance in a conspicuous position. This, of 
course, does not preclude the use of smaller 
sizes of the Approval Seal when used in 
the form of auxiliary tags or labels which 
are in addition to the permanent Seal. 


2. The requirement relating to the 
method of attachment of the Seal to ap- 
pliances has been modified to exempt auxil- 
iary tags and labels of the Seal which do 
not need to be permanently affixed. The 
clause relating to the location of the Seal 
has been revised to read: “The Seal shall 
be attached to a main part of the appliance 
in an easily observed location. It is recom- 
mended that the Seal be made a part of, 
or located near, the manufacturer's or 
dealer's name plate. Attachment of the 
Seal to the front or to some other main part 
of the appliance, where it may be readily 
observed when the appliance is installed 
as it would be in service, shall be con- 
sidered satisfactory. It should not be at- 
tached to the back of the appliance nor to 
the side where the appliance is so designed 
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or might normally be installed flush with 
other equipment.” 

3. Heretofore the minimum size of the 
Laboratory Listing Symbol permitted for 
use on listed accessories has been one hay- 
ing letters not less than 14 in. high. This 
requirement has now been revised to read 
as follows: “The letters comprising the 
Laboratory Listing Symbol shall be not less 
than ¥4 in. high, except that where the 
size of the accessory to be marked is so 
small as to make the use of 1% in. letters 
impractical, smaller letters may be used 
providing the size and method of attach- 
ment is such as to make them clearly dis- 
cernible.” 

4. A new section has been added cover- 
ing more explicitly the marking of semi- 
tigid gas appliance tubing and fittings. Un- 


der the new requirements all fittings must 


be marked with the Listing Symbol. Like 


wise, assembled units of tubing and fittings” 
must be marked both on the tubing and on) 


the fittings. Tubing used for connecting gas 
appliances to the house piping of 4 in. 
outside diameter, or larger, must be marked 
with the Laboratory Listing Symbol every 
12 inches of its length. In the case of tub. 
ing of the lighter wall used in connecting 
up parts of gas appliances or accessories 
need only carry the Listing Symbol on a tag 
attached to each bundle. 

5. The revised standards now call for 
the marking of flexible gas tubing with the 
Laboratory Listing Symbol as previously 
described. 


Alternate Listing Symbol Adopted 

Due to the fact that some fittings for 
semi-rigid tubing were too small to be 
readily marked with the standard Listing 
Symbol, a recommendation was made by 
the Subcommittee on Listing Requirements 
for Semi-Rigid Gas Appliance Tubing and 
Fittings that an alternate symbol be de 
veloped for use on them. In line with this 
recommendation, the Approval Require- 
ments Committee adopted a more compact 
design of the standard symbol as indicated 
by the accompanying drawing. It will be 
noted that the letters A. G. A. have been 
combined and the number of lines reduced 
to make possible the use of this symbol on 
very small fittings. According to the ruling 
adopted, the standard Listing Symbol must 
be used on all accessories where the size 
of such accessories will permit doing so. 


Auxiliary Tags and Labels 


The methods of use of auxiliary gummed 
labels and tags of the Laboratory Approval 
Seal on approved appliances has now been 
satisfactorily disposed of. The A. G. A 
Approval Requirements Committee at its 
last meeting, acting on the recommendations 
of a special subcommittee, decided that the 
use of auxiliary tags and labels should be 
optional. It was, however, strongly recom 
mended that manufacturers use one form oF 
another in those cases where the permanent 
Seal is not located on the outside of the 
appliance in an easily observed location. 

Revised wording was adopted for us 
on the back of the tags carrying the 
and a new type of tag was approved. Com 
struction of the new tag is such that if 
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cannot be detached from the appliance with- 
out destroying it, thus preventing the possi- 
bility of tags becoming detached after ship- 
ment and affixed to unapproved equipment. 

Both forms of the tag referred to, as well 
as various sizes of the gummed labels, may 
be secured from the American Gas Associ- 
ation Testing Laboratories, 1032 East 62nd 
Street, Cleveland, Ohio. 


A New Approach? 


Ten miles southwest of Eureka Springs, 

Arkansas, E. H. Poe, secretary of the Nat- 

ural Gas Department, spotted this sign. He 

suggests that it offers a new approach to 
natural gas 


Alert Company Ties in with 
A. G. A. Contest 


HE Greenwich Gas Company, Green- 

wich, Conn., is one utility that made 
good use of the A. G. A. architectural con- 
test. When the March Architectural Forum 
ran the announcement of the contest, this 
wide-awake gas company immediately com- 
piled a list of all the architects in their 
territory, sent it to Architectural Forum, 
with the request that names of subscribers 
be checked off and the list returned to the 
gas company with a copy of the March issue 
for each unchecked name. 

Upon receipt of the copies, the gas com- 
pany wrote each non-subscriber and en- 
closed a copy of the magazine. Their 
letter called attention to the A. G. A. con- 
test, pointed out certain ads in the Forum 
and stressed gas as the ideal fuel. It also 
suggested that the magazine be filed for 
future reference, and asked permission for 
a salesman to call and explain the program. 
All possible assistance for the architect 
was offered. 


Gas Companies Listed 
By A.G.A.E.M. 


HE Association of Gas Appliance and 

Equipment Manufacturers is now sup- 
plying its members with a complete, yet 
simplified, listing of all gas distributing 
companies operating in the United States, 
it has been announced. 

This compilation, classified according 
to states, includes the names of all the 
companies supplying gas service, their 
principal offices, the total number of cus- 
tomers served by each, the kind of gas 


they supply, and the heating value of 
their fuel. 

An introductory classification gives the 
total number of gas companies operating 
in each of the states, and their total num- 
ber of gas customers. 

A new practical feature included in 
this tabulation by the Association’s sta- 
tistical department is the providing of a 
blank column on each page of listed com- 
panies for the use of the manufacturer. 
Thus, if a manufacturer, for example, 
desires to list the number of appliances 
sold to various gas companies within a 
certain period, he will find adequate 
space for that purpose. 

Two supplements are also being dis- 
tributed. The first supplement lists the 
gas distributing companies operating in 
the Dominion of Canada. The second 
gives the names of the holding and man- 
aging companies of gas properties and 
operating subsidiary gas companies in 
the United States, their principal offices, 
and the number of gas customers served 
by each of their operating companies. 


New Apparatus Increases 
Pipe-Line Efficiency 


FFICIENCY of operation of natural 

gas transmission lines should be in- 
creased as the result of the development 
of a dew-point apparatus suitable for use 
with natural gases under pressure, by the 
Bureau of Mines, Department of the In- 
terior. The temperature to which a gas 
may be cooled before water will begin to 
condense may be determined. with this ap- 
paratus. This information is useful in the 
prevention of water condensation, which 
interferes with the flow of gas in the lines 
and, in combination with constituents of 
the gas, may form solid gas hydrates. 

All natural gas, as it is produced from 
the well, carries some water in the form 
of vapor. The dew point, or temperature 
at which this water vapor will start to 
condense, frequently is higher than the 
temperature of the pipe line it enters. 
When this condition exists, some of the 
water vapor will condense to liquid as the 
temperature of the gas drops to the tem- 
perature of the pipe line. The apparatus 
just announced by the Bureau of Mines is 
useful in determining the dew point of the 
gas at the well head or along the pipe line, 
thus making it possible to know whether 
there is any likelihood that water will con- 
dense from the gas. 

The gas from a compressor station 
usually is saturated with water vapor at a 
temperature considerably above the tem- 
perature of the pipe line it enters; conse- 
quently unless the gas is dried a consider- 


_able amount of water is likely to condense 


in the line. Many pipe-line companies 
are installing equipment to remove a part 
of the water vapor in the gas to avoid con- 
densation in their transmission lines. The 
dew-point apparatus is of value in deter- 
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Huge Gas Ovens 
Feed Presses 


These huge gas ovens on the new Better 

Homes & Gardens presses are fed by a five- 

inch main on a high pressure line. They 

dry the ink on the endless paper ribbon. as 
it passes 





mining the efficiency and correct adjust- 
ment of such equipment. 

The apparatus is suitable for working 
pressures up to 2,500 pounds per square 
inch, but is equally satisfactory for use at 
lower pressures. It is simple in design, 
compact, readily portable, and easily oper- 
ated. Dew points may be determined with 
an accuracy of 0.2° F. 

The dew-point apparatus is described in 
Report of Investigations 3399, entitled 
“Bureau of Mines Appartus for Determin- 
ing the Dew Point of Gases under Pres- 
sure,” by W. M. Deaton and E. M. Frost, 
Jr., of the Bureau’s oil and gas laboratory 
at Amarillo, Texas. This report may be 
obtained without cost from the Bureau of 
Mines, Washington, D. C. 


A. V. Grief Dies 


V. GRIEF, vice-president and gen- 

e eral manager of Gary Heat, Light 
and Water Company, Gary, Indiana, died 
August 16 of a heart ailment. Mr. Grief 
was an outstanding figure in the utility in- 
dustry. He was a member of the American 
Gas Association and other organizations. 


Natural Gas Into Useful 


Chemicals 


HE American Petroleum Institute has 

announced that one of the country’s 
largest chemical corporations is planning 
a $4,000,000 project to convert Texas 
natural gas into synthetic alcohol, anti- 
freeze solution, and other useful chem- 
icals. 
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The 1937 


Annual Proceedings 

of the 

American Gas Association 
More than 800 pages 
of carefully indexed, 
illustrated and attrac- 
tively bound material. 


A small supply is still on 
hand. Order your copy now 
— $3.00 to members, $7.00 
to others. 
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Address 


AMERICAN GAS 
ASSOCIATION 


420 Lexington Avenue 
NEW YORK, N. Y. 











Hot Dog! 


RAIRIE dogs are detouring Pueblo 

County, Colorado. It seems that the 
first natural gas well in Boggs Flat field 
is on a paying basis as a hot dog stand! 

It didn’t take the drillers on No. 1 
Barber long to tell the world they'd struck 
a “‘gasser’—and a commercial one at that! 
A 40-ft. pipe hooked to the casing un- 
furled a flame eight feet high. 

When the crowd collected around the 
illuminated sign, drillers made good their 
boast of a “commercial” gasser by toasting 
hot dogs on an iron plate above a 4-in. 
pipe mudded to the casing and selling 
them to the crowd! 


CP RANGE PROMOTION PLANS 
(Continued from page 306) 


ment has been trained to talk CP ranges at 
all times, and on every prospect call they 
must go into the entire 22-point CP range 
story, as we believe that if this story is 
told in its entirety, we will for the first 
time in a great many years be able to 
arouse in our customers’ minds a new slant 
on the value of gas as a cooking medium. 

Although we do not expect to sell all of 
our customers CP ranges, we feel that it 
will be a means to educate them to buy a 
higher grade gas range than they have in 
the past. Of course, it is a process of edu- 
cation—but a worth while one. If we can 
get our customers to think of gas appli- 
ances as the most modern thing that they 
can place in their kitchen, we do not need 
to fear competition from other fuels. 

Our advertising is all built up around 
CP ranges—in fact there is nothing in the 
advertisements other than CP. 

As noted in the advertisements, we gave 
away paring knives and balloons, all carry- 


ing the CP range story. This has gone over 
better than we anticipated. The 3000 bal- 
loons were really gone in less than forty- 
eight hours; the knives (1000 of them) 
only lasted three days. The people who ob- 
tained these knives were asked to fill in 
a card. 

We have also contacted all our dealers 
and gave them the balloons and knives to 
give away on the same basis. We are try- 
ing to get them to talk CP ranges from the 
standpoint of more profit to them and bet- 
ter satisfaction to their customers. 

We have a quota of 200 ranges and are 
confident that at least 30% of these ranges 
will be CP. 

We are paying prize bonuses to our 
salesmen—bonuses which have been set 
up on a definite figure per range sold. The 
larger prize will go to the salesman selling 
the greatest number of CP ranges. In other 
words, we are doing everything to encour- 
age the sale of CP ranges. 
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A very clever talk was given at our meet- 
ing at the opening of our activity by D. M. 
Moroughan, our domestic sales supervisor 
on CP ranges. I might add that we have 
five girls in our Home Service Department 
who are talking the CP range story, and 
any demonstrations which we might have 
will all be on CP. 

We have also sent to all of our em- 
ployees a bulletin giving them the 22 points 
of CP ranges, so that they can talk intelli- 
gently to our customers on CP ranges. 

In closing I would like to state that our 
program is to eventually build up accept- 
ance so that nothing but CP ranges will be 
sold by our company. Of course, we are 
still, and will be for sometime, in a broad 
program of education with our sales force, 
employee organization and the public at 
large. This is why we are starting this pro- 
gram early to take advantage of the Na- 
tional Advertising Tie-Up and realize that it 
is a job that cannot be done in a day. 





Personnel Service 


SERVICES OFFERED 


Graduate Gas Engineer, experienced in distri- 
bution problems, pressure regulation, corro- 
sion problems, gums, etc. Also experienced 
in house heating and commercial heating in- 
cluding heating estimates, equipment selec- 
tion, complaint work, trouble correction, bal- 
ancing of warm air systems and regular 
engineering inspection. 1207. 


‘oung man, thirty-six years old, with thirteen 
years’ experience in gas industry, desires to 
locate on west coast, is seeking clerical em- 
ployment with public utility company. 1219. 


Accountant as assistant to executive or in ac- 
counting department. Lately with large pub- 
lic accounting firm as senior in charge. Have 
well grounded knowledge of taxes and utility 
accounting. Four years as assistant to the 
Secretary and Treasurer of oil company. Will 
travel or move residence if necessary. 1220. 


Engineering graduate, married, employed, hav- 
ing ten years’ varied experience in design, 
manufacture, erection and operation of gas 
plant equipment, supervision of plant opera- 
tion and direction of house heating and 
industrial gas sales engineering, desires posi- 
tion as assistant engineer or assiStant su- 
perintendent with small but progressive 
company. Water gas a specialty. 1221. 


Gas Engineer—wide gas plant operating expe- 
rience on continuous vertical and horizontal 
retorts, water gas machines; distribution 
construction and maintenance, storage holder 
repairs; expert water gas plant designer on 
development and proposal work on firm bids— 
field construction engineering. (ME.) 1222. 


“xperienced manufacturer’s representative. 
Ten years’ experience water heating, com- 
mercial and domestic. One year house heat- 
ing. Also several years’ experience selling 
ranges and refrigeration and later sales man 
ager in the utility field. Many utility and 
dealer contacts in the New York area; will 
travel. 1 


Distribution Engineer with broad experience 
in high and low pressure transmission and 
distribution construction, operation, and 
maintenance. Expert on pipe coatings and 
corrosion. Intimate knowledge and experi- 
ence on up to date solutions to distribution 
problems. Familiar with water gas plant 
operation. Technical graduate. Would make 
ideal distribution Superintendent or Execu- 
tive Assistant. 1224. 


SERVICES OFFERED 


Position desired with utility, gas appliance 
manufacturer or dealer. Have had several 
years’ experience in domestic, industrial and 
househeating sales work. This work has 
covered the many phases pertaining to the 
above, including supervision and training of 
salesman; can produce results. 5. 


Mechanical Engineer with several years’ ex- 
perience in charge of large blue gas plant 
having daily send-out of thirty million cubic 
feet desires position in production, mainte- 
nance or engineering a Equipment han- 
dled includes two well known modern units 
with automatic grates and charges. 1226, 


Anyone seeking to employ and train a young, 
diligent university graduate for a responsible 
position in gas or chemical engineering work 
might find these qualifications interesting. 
Education: B.S., chemistry, 1936; B.E., gas 
engineering, 1938. Experience: commercial 
laboratory and plant work. Starting salary 
secondary to opportunities offered. . 


Immediately available for reasonable compen- 
sation—all around, thorough training and 
experience, of proven worth, in general busi- 
ness Management and administration (cover- 
ing sales and sales-promotion, advertising 
and publicity, and public relations, also office 
practice and bookkeeping). Reasonably well- 
paid subordinate job, O.K. Exceptional ref- 
erences as to ability and character. 1228, 


Wanted manufacturers’ lines for distribution 
on national scale to gas distribution depart- 
ments. Supplies and specialties, such as 
fittings, stove pipe, tools, meters, etc. High- 
est quality products. Commission basis. 12% 


POSITIONS OPEN 


Local Superintendent for property of nine hun 
dred gas meters; knowledge of natural gas 
desirable but not absolutely necessary; t 
read meters, collect, sell appliances, install 
gas services and meters, make out bills and 
keep consumers ledgers. Write, giving age 
married or single, experience, references, 
salary expected and when you could take up 
the work. 0335, , 


Wanted several sales representatives prefer- 
ably with gas company following to sell new 
noncompetitive appliance for hotel and res 
taurant use. Liberal commission and e* 
clusive territory to right parties. All cor 
respondence strictly confidential. 0336, 











1938 Advisory Council 


New Orleans, La. 
Los Angeles, Calif. 
Pittsburgh, Pa. 
Baltimore, Md. 
Dallas, Texas 


C. E. BENNETT 
HowARD BRUCE 
FRANK L. CHASE 


SAMUEL INSULL, JR Chicago, Ill. 
Pittsburgh, Pa. 
Kalamazoo, Mich. 


Newark, N. J. 


F. A. LEMKE 
F. A. LYDECKER 
R. L. MANIER 








H. E. CLiFF 

H. C. Cooper 
A. S. CORSON 
ADDISON B. Day 
B. J. DENMAN 


New York, N. Y. 
Providence, R. I. 

Detroit, Mich. 
Knoxville, Tenn. 


New York, N. Y. 


GRIFFITH 
HAGERMAN 
HARRISON 
. HUNTER 


Newark, N. J. 
Pittsburgh, Pa. 
Philadelphia, Pa. 
Los Angeles, Calif. 


New York, N. Y. 


Philadelphia, Pa. 


Chicago, IIl. 


Chicago, IIl. 
Toledo, Ohio 


Wm. MOELLER, JR 
B. J. MULLANEY 
CLIFFORD E. PAIGE 


THos. E. ROACH 
W. FRANK ROBERTS 
F. M. ROSENKRANS 
Marcy L. SPERRY 
J. B. TONKIN 
GEORGE E. WELKER 
T. R. WEYMOUTH 


Syracuse, N. Y. 
Los Angeles, Calif. 
Chicago, III. 
Chicago, Ill. 

New York, N. Y. 
Brooklyn, N. Y. 
Brooklyn, N. Y. 
Tacoma, Wash. 
Baltimore, Md. 
Kansas City, Mo. 
Washington, D. C. 
Pittsburgh, Pa. 
Oil City, Pa. 

New York, N. Y. 





AFFILIATED ASSOCIATIONS 


Association of Gas Appliance and 
Equipment Manufacturers 

Pres—Merrill N. Davis, S. R. 
Dresser Mfg. Co., Bradford, Pa. 

Exec. Sec—C. W. Berghorn, 60 
East 42nd St., New York, N. Y. 


Canadian Gas Association 

Pres—T. P. Pinckard, United Gas 
& Fuel Co., Hamilton, Ont. 

Sec.-Tr—G. W. Allen, 7 Astley 
Ave., Toronto. 


Empire State Gas and Electric As- 
sociation 

Pres.—J. P. Haftenkamp, Rochester 
Gas & Electric Corp., Rochester, 


N.Y. 

Chairman, Gas Section—F. R. Cos- 
ter, Westchester Lighting Co., Mt. 
Vernon, N. Y. 

Sec.—George H. Smith, Grand Cen- 
tral Terminal, New York, N. Y. 


Illinois Public Utilities Association 

Pres.—E. F. Kelly, Central Illinois 
Public Service Co., Springfield, III. 

Sec—Jack Abbey, 1314 Illinois 
Building, Springfield, Ill. 


Indiana Gas Association 

Pres.—Dean H. Mitchell, Northern 
Indiana Public Service Co., Ham- 
mond, Ind. 

Sec.-Tr.—H. Wayne Thornburg, Cen- 
ve: Indiana Gas Co., Anderson, 
Ind. 


Michigan Gas Association 

Pres.—Arthur P. Eva, National Utili- 
ties Co. of Michigan, Benton Har- 
bor, Mich. . 

Sec.-Tr.—A. G. Schroeder, Grand 
Rapids Gas Light Co., Grand 
Rapids, Mich. 


Maryland Utilities Association 

Pres—R. C. Brehaut, Hyattsville, 
Md. 

Sec—W. D. Haley, 16 Carroll Ave., 
Takoma Park, Md. 


Mid-West Gas Association 

Pres—S. D. Whiteman, 
Falls, S. D. 

Sec.-Tr—Roy B. Searing, Sioux 
City Gas & Electric Co., Sioux 
City, Iowa. 


Sioux 


Missouri Association of Public 
Utilities 

Pres.—Chester C. Smith, Kansas 
City Power and Light Co., Kan- 
sas City, Mo. 

Sec.-Tr.—N. R. Beagle, Missouri 
Power & Light Co., Jefferson 
City, Mo. 

Asst. Sec—Jesse Blythe, 103 West 
High St., Jefferson City, Mo. 


New England Gas Association 

Pres—George S. Hawley, The 
Bridgeport Gas Light Co., Bridge- 
port, Conn. 

Exec. Sec.—Clark Belden, 41 Mt. 
Vernon St., Boston, Mass. 


New Jersey Gas Association 


Pres.—B. A. Seiple, Jersey Central 
Power & Light Co., Asbury Park, 
N 


>? 

Sec.-Tr—H. A. Sutton, Public 
Service Electric and Gas Co., 
Newark, N. J. 


Ohio Gas and Oil Men’s Association 

Pres—Warren E. Burns, Marietta, 
Ohio. 

Sec.-Tr.—Frank B. Maullar, 811 
First National Bank Bldg., Co- 
lumbus, Ohio. 


Oklahoma Utilities Association 

Pres.—J. Y. Wheeler, Community 
Natural Gas Co., Denison, Texas. 

Acting Sec.—Kate A. Niblack, 625 
Biltmore Hotel, Oklahoma City, 
Okla. 


Pacific Coast Gas Association 

Pres.——Norman R. McKee, Southern 
Counties Gas Co., Los Angeles, 
Calif. 

Mang. Dir.—Clifford Johnstone, 
447 Sutter St., San Francisco, 
Calif. 


Pennsylvania Gas Association 

Pres.—-E. E. Mensch, Pennsylvania 
Power & Light Co., Williamsport, 
Pa. 

Sec—Frank W. Lesley, Pennsyl- 
vania Gas & Electric Co., York, 
Pa. 


Pennsylvania Natural Gas Men's 
Association 

Pres —William H. Locke, United 
Natural Gas Co., Oil City, Pa. 

Sec.-Tr—B. H. Smyers, Jr., 435 
Sixth Ave., Pittsburgh, Pa. 


Southern Gas Association 

Pres—H. G. Bonner, Knoxville 
Gas Co., Knoxville, Tenn. 

Sec.-Tr—S. L. Drumm, New Or- 
leans Public Service Inc., New 
Orleans, La. 


Wisconsin Utilities Association 

Pres.—Bruno Rahn, Milwaukee Gas 
Light Co., Milwaukee, Wis. 

Exec. Sec.—A. F. Herwig, 135 West 
Wells St., Milwaukee, Wis. 


























AMERICAN GAS ASSOCIATION 


HEADQUARTERS, 420 LEXINGTON AVE., NEW YORK, N. Y. 


OFFICERS AND DIRECTORS 


N. C. MCGOWEN Shreveport, La. 

CONRAD N. LAUER Philadelphia, Pa. 

WALTER C. BECKJORD ....New York, N. Y. 
I Bae aren cd 4 id a wiblwk eee ew mcees J. F. ROONEY New York, N. Y. 
Managing Director ALEXANDER FORWARD |e & 
Assistant Manager H. W. HARTMAN New York, N. Y. 
Secretary KURWIN R. BOYES New York, N. Y. 
Director, Publicity-Advg. ............... C. W. PERSON New York, N. Y. 
Director, Home Appliance Planning Bureau J. F. QUINLAN New York, N. Y. 
Departmental Vice-Pres ROBERT W. HENDEE Colorado Spgs., Colo. 
TUNE IIS ii coo nd ce stcsvasneis D. H. MITCHELL Hammond, Ind. 
ee HUGH CUTHRELL Brooklyn, N. Y. 
I I 6c wrd so ce sesescedacs HALE A. CLARK Detroit, Mich. 
a errr MERRILL N. DAVIS Bradford, Pa. 
ae J. V. POSTLES Philadelphia, Pa. 
Ciniomnem, Pie. Ge dew, . 2... 20. oss HENRY OBERMEYER New York, N. Y. 


FRANK H. ADAMS Toledo, Ohio F. A. NEWTON New York, N. Y. 

Cc. W. BENNETT Detroit, Mich. JAMES F. POLLARD Seattle, Wash. 
Baltimore, Md. W. T. RASCH New York, N. Y. 
Rockford, IIl. HERMAN RUSSELL Rochester, N. Y. 
Dallas, Texas N. T. SELLMAN New York, N. Y. 

Pe oy eee er New York, N. Y. OTTO SNYDER 

C. E. GALLAGHER Cleveland, Ohio W. E. STEINWEDELL........ Cleveland, Ohio 

GEORGE S. HAWLEY Bridgeport, Conn. T. J. STRICKLER Kansas City, Mo. 

GEORGE F. MITCHELL Chicago, Ill. JOHN K. SWANSON Minneapolis, Minn. 

P. S. YOUNG Newark, N. J. 


SECTION AND DEPARTMENT OFFICERS 


NATURAL GAS—Chairman Colorado Spgs., Colo. 
Vice-Chairman New York, N. Y. 
Secretary . Hw. Dallas, Texas 


ACCOUNTING—Chairman D. H. MITCHELL Hammond, Ind. 
Vice-Chairman H. A. EHRMANN New York, N. Y. 
H. W. HARTMAN New York, N. Y. 


COMMERCIAL—Chairman HUGH CUTHRELL Brooklyn, N. Y. 
Vice-Chairman F. X. METTENET Chicago, Ill. 
NS as sie 5b. dip me wales ale J. W. WEST, Jr New York, N. Y. 


INDUSTRIAL GAS—Chairman HALE A. CLARK Detroit, Mich. 
Vice-Chairman FRANK H. TREMBLY, Jr Philadelphia, Pa. 
ia ee al aI Se EUGENE D. MILENER New York, N. Y. 


MANUFACTURERS—Chairman Bradford, Pa. 


TECHNICAL—Chairman ................ J. V. POSTLES Philadelphia, Pa. 
Vice-Chairman F. M. GOODWIN Boston, Mass. 
New York, N. Y. 


PUBLICITY & ADVERTISING 
COMMITTEE—Chairman New York, N. Y. 


A. G. A. TESTING LABORATORIES— : 
Chairman, Managing Committee. .N.T. SELLMAN New York, N. Y. 
Director Oe te IS, 3S na wes ap Soh ele ae Cleveland, Ohio 
Director, Pacific Coast Branch.... F. O. SUFFRON................2c000- Los Angeles, Calif 


WASHINGTON OFFICE: 
George W. Bean, Fuel Consultant, Albee Bldg., Washington, D. C. 


PRINTED IN THE U. 8. A. 


















